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CHICAGO. JULY i. Three Dollars a Year 


The Super-Six 
Brougham 


$8 


# 


Now the Greatest Sales 


in Our History 


‘ 


Hudson-Essex continues to out- 
strip all selling competition by 
overwhelming margins. 


Now with the new low prices the 
value advantage is more outstand- 
ing than ever. 


Everywhere Hudson-Essex deal- 
ers are prosperous. Fast sales at 
low selling cost, small service ex- 
pense, and no investment in slow 
moving models, mean real profits 


and a sound assurance of per- 


manent, growing business. 


The big 


This is a year of “‘Sixes.”’ 





dealer successes are definitely 
linked with ‘‘Sixes."’ Why not sell 
the most wanted ‘‘Sixes’’ > 


Thousands turning from ‘‘Fours’’ 
find the Essex Six in price, appear- 
ance, quality and performance the 
car of greatest appeal. And Hud- 
son, among higher priced cars, 
has no rival in value or sales. In 
the ever-widening ‘‘Six’” market 
Hudson-Essex represents the most 
profitable and satisfactory line to 
sell as well as the ““World’s Great- 
est Values’’ to the buyer. 


All prices f. o. b. Detroit, plus 
government tax. 


Front and Rear Bumpers; Auto- 

matic Windshield Cleaner; Rear 

View Mirror; Transmission Lock 

(built-in); Radiator Shutters; 

Moto-Meter; Combination Stop and 
Tail Light. 


HUDSON MOTOR CAR COMPANY, DETROIT, MICHIGAN 







































BONNEY No.412 TAPPET SET 
‘CNV. Chrome Vanadium Wrenches 





Attractive 
Discounts 
to Dealers 
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So that these wrenches may be readily ac- 
cessible to the mechanic, and yet occupy a 
minimum amount of space on the work- . 
bench or in the tool-kit, they are packed §~ 
in two different ways, as shown—either in |_ 
a Japanned metal container with a hinged 
top, or in a black leatherette roll. The |- 
mechanic may have his choice of either — 
style set at the same price. 








A Chrome Vanadium Tappet Wrench Set, 
consisting of eight long, thin, double end 
-.  wrenches—two each of four different sizes 
| designed especially for adjusting valve 
tappets, and made so as to take care of the 
adjustments on 70% of the passenger cars 
and trucks on the market. 


















.. As many makes of cars and trucks require 
_ the use of three wrenches for tappet ad- 
justment, the Bonney *CV Chrome Vana- | ——~ 
dium Tappet Wrenches are designed so_ | | oN 
that two can be used like scissors with one __ a 
|. hand, while the third is used in the other |<" = — —- 
: hand. This is accomplished by having two 
openings of the same size on each wrench, —_— 
but at different angles. [ ; 



































You can secure from your jobber. Write for detailed information.. 


Bonney Forge & Tool Works 


Allentown, Pa. 





Makers of Special Service Wrenches of Chrome Vanadium, Carbon 
Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop 
Forgings and the Bonney Rim Tool. 


O 





*C.V. is a Bonney 
trademark 
registered in the 


U. S. Patent Office 





Chrome Vanadium 
registered 


August 11th, 1925 


(Patents Pending) 
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ITS THE NEW AND BETTER 
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THING THAT STIRS 
THE PEOPLES HEART 


k 


On Broadway, a new play triumphs; 
and for months great crowds vie 
to witness it. 


In Miami, there appears a chic new 
fashion; and the country immedi- 
ately takes it to its heart. 


In Chicago, a new invention revolu- 
tionizes an industry; and the entire 
nation pays eager tribute. 


Out of Los Angeles comes word of 
a remarkable scientific discovery, 
and people everywhere thrill to the 
achievement. 


This 1s America! Ever seeking to 
improve upon the past—ever wel- 
coming the new and better thing. 


In the minds of the 113,000,000, 
there is but one thought: ‘‘How can 
I achieve greater success? How better 
my work and my station in life?’’ 


7 


Those who would appeal to America, 
and win and hold America’s favor, 
must keep pace with America’s desire 
for progress. 


They cannot become self-satisfied. 
They cannot stand still. They must 
go forward with America, orAmerica 
will leave them behind. 


America steers clear of ruts. America 
demands change—betterment—pro- 
gress. America takes the highroad, 
and goes ever forward. 


It’s the worthy zew thing that stirs 
the people’s heart! 


It is true 
It is true in 


This is true in the arts. 
in the professions. 
industry. 


Only by achieving new and better 
things, can the leader retain his 
hold upon public favor. Only so 
long as he continues to lead will he 
remain the leader. 


WHEN BETTER AUTOMOBILES ARE BUILT 


+f 7 7 7 


BUICK WILL BUILD THEM 7¢ 7 # # 
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ECLIPSE 


BENDIX DRIVE 
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Identifies Every Spring 


N EACH COMPARTMENT Of the Service Assortment of 
teers springs is printed the part number of the 
spring it contains, and the various types of drives on 
which the spring is used. It gives you a double check on 
the proper spring for practically every car, taxicab and 
truck. Order the Service Assortment from your jobber. 


Valuable Service Bulletins 


To give every repairman authentic and understandable in- 
formation on the proper servicing of the Eclipse Bendix 
Drive, bulletins dealing with its various phases are issued 
regularly. We will be glad to send them to you without 
charge. Just fill out the coupon below and mail today. 


ECLIPSE MACHINE COMPANY, ELMIRA, N.Y. 


ECLIPSE MACHINE COMPANY, HOBOKEN, N. J. 
ECLIPSE MACHINE COMPANY, Ltd., WALKERVILLE, ONTARIO 

















| Eclipse Machine Company J] MAIL THIS COUPON |e- 
| Elmira, New York | 

Department 7 , 

Please send at once your useful Service Bulletins on the Eclipse Bendix Drive; also name 

of nearest distributor of Genuine Parts for the Eclipse Bendix Drive. | 
1 Name | 
| Address | 
| City 
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“The buyer has a right to 
expect prompt and efficient 
service at all times, and under 
all conditions.”—C. W. Nash. 


The above quotation is with- 
out question the truth, but 
promptness depends on equip- 
ment as well as upon your 
mechanic’s ability and inclina- 
tions. 


The Wright Hoist Unit, with 
its 21 points of superiority, was 
especially designed for speedy 
and efficient repairs. No ga- 
rage can work at top speed 
without it. 


Many special construction 
features, plus hangers for any 
type ceiling. It comes com- 
plete, ready to install. 4 ca- 
pacities: 34, 1, 1%, and 2 ton. 
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Just as another evidence of its economy, 
roadability, power and stamina 


NEW STuTZ 


with SAFETY CHASSIS 


wins the Closed-Car Sweepstakes 
in The Los Angeles-Yosemite Run! 


By F. E. MOSKOVICS, President 


STUTZ MOTOR CAR COMPANY OF AMERICA, Inc. . 
INDIANAPOLIS 
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EW STUTZ owners and dealers are daily writing and wiring in to 
the factory, enthusiastically testifying to the ability of the car in 
road-performance. A recent issue of this publication carried a STUTZ 
advertisement in which a few such letters and telegrams from owners 
were reprinted. 


Lynn C, Buxton, the STUTZ dealer in Los Angeles, recently decided that 
the Closed-Car Sweepstakes in the famous Los Angeles- Yosemite Run 
should be won by The NEW STUTZ. 


On his own initiative and faith, he entered a NEW STUTZ— and the 
result is already automobile history. Against a field of famous cars in 
this classic event, the hardest official road test of the year, The NEW 
STUTZ showed superior economy, roadability, power and stamina. 








All concerned were naturally gratified at the accomplishment, but no 


one was surprised. The Los Angeles- Yosemite Run simply brought out 4 
what has been put into The NEW STUTZ by advanced design, expert 
engineering, and the ideals of its creators. : 

\ 
To the up-to-date dealer all this simply means that The NEW STUTZ ‘ 
is tod d mechani hy wait? Wri : 
is today a proven, tested mechanism. So, why wait? Write us now. 2 
Someone in your town wants a STUTZ. : 
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(Signed) AX, NvacKoree— 
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5 reasons why the 
Studebaker franchise 
srows more valuable 





every day: 
1. One-Profit Value 
2. Unit-Built Construction MR. P. E. SANDS, President 
3 Alw ays Ke pt U pto-D ate Sands Motor Company, Studebaker distributors in 
SEATTLE, WASHINGTON 


4. Used Car Pledge ' 
5. Low Time-Payment Rates 


a 
Wh 


MORO 


Yu 





YU 




















iy) YJ); 


FE IVE years with Studebaker 

as Branch Manager in the 
Northwest afforded P. E. Sands 
an early opportunity to observe 
the money-making possibilities 
of the Studebaker franchise. 


Since taking over the distributorship of 
Studebaker cars in Seattle, Mr. Sands has 
seen the promise of these earlier days far 
exceeded in his own success. 








A\ franchise which thus attracts factory 
officials and then proves conspicuously prof- 
itable is the kind every progressive auto- 
mobile dealer is seeking today. 


The opportunity to represent Stude- 
baker in your territory may be open. Your 
inguiry will be held strictly confidential. 


VAM aaa az LL 
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The Studebaker Corporation of America 
South Bend, Indiana 
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The Country Has Gone Nash! 


S/, months business in § 


Nash sales first 5 months of 1926 equal 
total sales from Jan. Ist to Sept. 15th, 1925 


By midnight May 31st, 1926, the swiftly rising coun- 
trywide Nash demand had already swept total sales 
for the first 5 months of 1926 to a point that equaled 
total sales for the entire first 8!2 months of 1925. 


And 1925 was the biggest year of all Nash history 
—climbing above 1924 a full 79.3% while the entire 


industry was managing to gain a scant 14.8% over 
its 1924 figures. 


Now that we are already well into June there is on 
every hand substantial indication that Nash June 
sales and production will soar MORE THAN 
60% above the biggest previous June on record in 


all Nash history. 


The dealer GROWS with the Nash line—and he 
grows FAST. 


Light Six Series—Special Six Series—Advanced Six Series 


16 models with a price range from $865 to $2090 f. 0. b. factory 


NASH. 


Leads the World in Motor Car Value 
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Experience recommends 
New Departure Ball Bear- 
ings to the organization 
which, unhampered by ex- 
pediency, is earnestly 
searching for the truly fine 
quality, precision, anti-fric- 
tion bearing—for the maxi- 
mum reduction of friction 
and wear; longest life with 
the least cost in the long 





run. 





| New Departure 
Qual itty 
Ball Bearings | 
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Can You Sell Your 
Best Prospects? 


One of the Chrysler dealer’s best sources of future 
business is his present owners’ list—because he can 
take care of their future needs. 


A Chrysler franchise enables him to offer his 
prospects four cars of Chrysler standardized quality 
—three outstanding sixes and one four-cylinder— 
bearing one name and produced by one organiza- 
tion—ranging from *845 to *3595 and filling the 
needs of the four greatest quality car markets. 


You spend weeks, possibly months, to win a 
customer. You spend another year, possibly longer, 
to maintain and increase his confidence in you 
and the car you sell. 


But unless you have a Chrysler franchise you 
can hardly hold his patronage when he is ready 
for his next car. 


A Chrysler dealer does not have to sit idly by and 
see his best owners walk across the street because 
he can’t meet their new needs. 


A Chrysier franchise with its line of four cars is 
the only satisfactory answer for the dealer who is 
looking into the future. Write us in confidence 
today for further details. 


CHRYSLER SALES CORPORATION, DETROIT, MICHIGAN 
CHRYSLER CORPORATION OF CANADA, LIMITED, WINDSOR, ONT. 
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When the Tourist 
Hits the Trail 


(The Dealer’s Cash 














See . 











Kegister R ings) | caine 


By L. E. HOLCOMB 


For goodness sake, I’d like to know 
What makes the people wander so. 
Our roads and parks are cluttered up 
With cars of folks from Pullyup, 
Irom Syracuse and Poseyville, 
Northampton, Boston, Bunkerhill. 
We dassent take our flivver out 
Without a bumper on its snout, 
Another on its nether end 
The bumps from roaming Yanks to fend. 


And if, perchance, we may have found 
A nice secluded spot of ground 
Hard by some tumbling mountain stream 
Where we would camp and fish and dream, 
Behold, appearing on the scene, 
A Lizzie car from Aberdeen 
With tents and chairs and pans and pots, 
Six kids, two dogs, eight sleeping cots. 


And so we sigh and wander on 
In vain pursuit of “Avalon,” 
Or some such place where we may dream 
And fish and loll and Sip life’s cream 
For just a pleasant week or so, 
Where modern “gypsies” do not go. 
How sweet would be a spot like that, 
But darned if I know where it’s at. 





5) 
z 
ns % * eR ‘ 
3 ; KER ‘ 
5, 2 Ce Sak = . 
 \ 
> 3 > 
‘ : as 
. ; 
0 * Ps 
+ 









For still they come from far and near; 
Both day and night their noise we hear. 
In Cads and flivvers, trucks and coupes, 
In ones and twos and larger groups, 
They hurry on o’er hills and veldts, 
Intent on getting somewhere else, 
And when they find that otherwhere, 
They wonder why they wandered there. 
And so they pack and onward roam 
Until at last they get back home. 


"Tis then they heave a thankful sigh 

And swear they’ll stay there till they die, 
Sut next year’ll find them packing up 

To hit the trail from “‘Pullyup,” 
To spend a merry holiday, 

For such is Nature’s funny way. 


* * * 


And so we sigh in vain regret 
O’er joys that filled that distant day 
When wild Apaches roamed at will 
And cowboys shot the time away ; 
We fain would call them back again, 
To feel once more the joys that thrill, 
But—HONK—another load goes by, 
Detouring west from Yankeeville. 














Show Window Camp Scenes 





Get Big lourist 


Power of Suggestion in Out-Door Displays Should Be Used to Full Advan- 
tage as Vacation Season Starts to Fill Highways with 
Thousands of Motor Travelers 


By ERNEST A. DENCH 


6 ’M selling cars, not atmosphere” is sometimes the 
kind of opposition we meet when we suggest a sea- 
sonable display environment for cars in the outdoor 
months. 

If every car dealer felt that way about it—to say noth- 
ing of the multitude of retail stores in other lines—Show 
Window Avenue of America would be a might dull thor- 
oughfare, and not attract the throngs of “lookers” it does 
now. 

One might as well drop back a few decades and to the 
time when suggestive selling was a new-fangled device; 
when too, consumer demand was cut and dried; when 
show windows resembled stockrooms; when; too, pur- 
chasing power was limited; when present day essentials 
were luxuries. 

In olden days a purchase for a substantial amount was 
to be weighed pro and con. There was little impulse buy- 
ing, or desire stimulated in a certain direction. A horse 
and a buggy, for instance, didn’t change much, so only 
a new buggy was purchased when the old one wore out. 


There was no trading in of buggies. People had no fancy 
ideas, and if a long trip was taken, the train was their 
favorite means of locomotion. 

Folks, too, had a limited outlook on life, with no radio, 
movies, electricity or motor cars to stimulate it. 

The present generation may be less staple, but increased 
earning power, and the advancement of womanhood in 
business, politics and club life, enables them to gratify 
their many desires, not a few of which are stimulated by 
suggestive salesmanship and advertising. 

If you are talking to a man or woman who has never 
owned a car you will not dwell on the technical features 
of your make of car. No siree, not unless you are out 
of your mind. Instead you paint a glorious picture of 
the pride of car ownership, and the many pleasures to be 
derived from the same. Show window display is simply 
a visualization of your selling talk, except that you appeal 
to the eye first rather than to the brain, which is left 
to those on the salesroom floor. 

Heading the popularity stakes is the camp setting. If 


This window camping scene displayed by the Western Auto Supply Co., was successful in boosting the sale of 
accessories and touring equipment. 
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: Motor camping and touring has grown beyond all 
: conception and in 1925 there were over half a million 
people living out of doors, under canvas, all the year 


round, with another million traveling all over the 
United States and Canada. In short motor camping 


has become one of our most popular recreations. It 
' has proved a boon to the motor car, accessory and 
C camp equipment industry and an object lesson to those 
T ad who have been preaching the wolf-like cry of satura- 
tion.—Major Charles G. Percival, secretary of Ameri- 
can Tourist Camp Association. 











you sell automotive accessories and also carry a few staple 
lines of camp equipment especially adaptable for car trans- 
portation, this trim will carry a double-header appeal. In 
other words it will appeal both to the camper who already 
has a satisfactory car, and the camper who is carless. 
Where should a camp setting in the showroom begin and 
end? Should it be confined to the show window frontage %; 
and then screened or roped off at the back? Or should &: 9 j 
ancy a special effort be made to attract campers inside to view GE NEN —- [ie = 
heir | ‘ ss 
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Two attractive windows using the out- 

door appeal to draw the attention of car 

owners to touring and camping possibili- 
ties of the automobile. 


If 





an educational exhibit at close range? It all depends. night. Along side of the tent, to the right of it, was a 
The man is a foxy animal, and dislikes to place himself new sport roadster (loaned by a local car agency), driven 
at the mercy of an automobile salesman unless, of course, by the wax figure of a man, who had apparently just re- 
he is interested of his own volition in a car. In the event turned with some needed provisions from the nearest set- 
that a car agency is your only line, we would employ the tlement. Friend Wife, during his absence, had been busy 
windows exclusively for the camp setting reproduction. preparing the evening meal, for she was represented by a 
If we had a very extensive accessory department, or trim figure in a khaki knicker suit. The latest type of 
ran a garage or service station, a section of the same camp cook stove, with a frying pan of bacon and a pot 
might be laid out on a realistic scale. of coffee, as well as the portable table spread for the meal, ° 
all testified to her activity. 


As the setting was timed for dusk, special attention was 
paid to the illumination, with judicious use of “spots.” 
An amber light, attached to the rear of the roadster, 
bathed the tent in a mellow glow. Focussed directly on 
the sport car were red and blue spotlights, which reflected 
on the nickel plating work of the machine, attracting at- 
tention thereto. 


An Elaborate Camp Interior 


The Western Auto Supply Company, at its leading Oak- 
land, California, store, operates a very complete camp 
equipment department, which is an additional source of 
sales revenue during the outdoor months and also helps 
the other accessory department. 

Late last spring they sprung an elaborate camp interior 
on the populace. The mere mention of a painted back- Mr. J. M. Meyer, Jr., display supervisor for the North- 
drop is enough to scare timid dealers away, but the West- 4. California district of this chain of automotive acces- 
ern Auto Supply Company has gotten around the prob- 0+. stores, informs us that a space 20 feet by 15 feet 
lem by a permanent wall painting in the camp department. s¢o)4s ample room for a camp set up. In this case the 
It depicts a wonderful vista of woodland valleys in the Geen amnten wen al nabiteeidd been ate 
voreground, with majestic mountain ranges on the horizon 8 8 — 
ine. It doesn’t grow stale because the floor arrangement . . 
in front of said background is always frequently changed. ; sSaning the Window Resemble « comp 
Occasional visitors to the store are not taken up with the Variations of the camp atmosphere presentation for the 
background to the exclusion of every other feature, as show window is best exemplified by the examples that 
might be the case if a new one was presented too often. follow. It will be noticed that practically all of them are 
_ One of last summer’s drawing cards included the show- Western, although we tap the country as a whole for 
ing, ready for occupancy, of the new style two-door tent, timely car displays. Evidently the “wide open spaces” 
bell shaped. A married couple had set up camp for the (Continued on page 34) 
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How to Avoid Blunders 


Pointed Advice for Prospective 
Automotive Merchants Found 
In Letters from Experienced 
Dealers Who Discuss Their 
Greatest Initial Mistakes 













ae ew By CLARENCE PHILLIPS 








Accessories are making profits for many good dealers. Some 

car dealers who are today successful say their failure to recog- 

nize the profit possibilities in:accessories was one of the mis- 

takes they made when starting. The photograph shows how 

cars and accessories are displayed on the same floor in the Auto 
Service Garage, Champaign, IIl. 


Final Article of Series on “Planning and 
Launching the Dealership.” 





T is interesting to browse through letters from 

dealers covered in the survey made by 

Motor AGE recently to find out some- 

thing about their dominant troubles as 
beginners in the field of automotive mer- 
chandising. Those who have read previous 
articles of this series will recall the presen- 
tation of the survey’s tabulated results and 
subsequent comment by many dealers on the 
used car situation. 

Now, in this final contribution, it is in- 
tended to offer additional extracts from 
the survey correspondence, touching 
various phases of difficulties and mis- fea i ra | 
takes as experienced by members of ‘quygncganh “Reese > ee | 
this same group of tradesmen. ot. See 

Space limitations and the frequent en Flat rate has made it possible for many good 
inclusion of highly confidential matter dealers to operate their service departments at 
make it impossible to reproduce all tS ee oe on 
communications at hand, but the pros- good Quien tell how they anes aaeie of believ- 
pective dealer will be given the benefit ing a service department could not be operated at a profit. 
of such comment as can be discreetly 


The photograph shows the well equipped and well manned 
quoted within the confines of available service shop of the J. V. Baldwin Co., Los Angeles 
pages. 


Without further introduction let’s 
wander through portions of this cor- 
respondence: 







(Repair Shop on Unprofitable Basis) for the 
simple reason that we did not believe the shop 
could be put on a profitable basis. It has been 
only a short time since automobile dealers have 
stopped saying you can not make any money in 





“We checked the fourth question 
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Important Sources of Trouble for Dealers 


1—Undercapitalization. 

2—Bad location. 

3—Careless used car trading. 

4—Repair shop on unprofitable basis. 

5—Neglect of accessories as source of profit. 

S—Failure to survey potential market for particular 
car handled. 

7—Failure to install proper bookkeeping system. 

8—Failure to advertise. 

9—Reckless or bad crediting. 

Above are the subjects submitted to experienced 
dealers in a questionnaire, each dealer being asked to 
check those subjects suggesting his greatest mistakes 
as a beginner in the field of automotive merchandising. 


























the shop. However, just as soon as we placed our shop- 
men on a Flat Rate basis we corrected this.” 





| “On Question No. 4, Repair Shop on Unprofitable Basis, 
it took me quite a while to realize that we should expect 
a profit in this department. Our solution to this mistake 
was installation of Flat Rate both to customers and 
mechanics and we are happy to state that the shop showed 
earnings of 20 per cent net on our 1925 business. In fact, 
Our service department showed more net earnings for 
1925 than our sales department. 

“As to No. 7—Failure to Install Proper Accounting 
System: This has been more or less an unanimous failure 
on the part of all dealers. Business has grown to such 
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a competitive stage nowadays that unless a dealer knows 
exactly what he is doing in every department of his busi- 
ness his fate is doomed and the only light he can get 
on the subject comes through a proper accounting system. 
At present we are using an accounting system which gives 
us an exact picture of each department.” 





“Being undercapitalized at the start cost this company 
a great many thousand dollars. As a matter of fact, only 
a year ago we found that we were turning our capital at 
the rate of 32 times a year, which many bankers have 
told us is impossible. Naturally in order to do this we had 
to use a great amount of borrowed money, for which we 
paid dearly. This condition may have been aggravated 
because of our rapid growth, but I feel that this growth 
should have been foreseen and additional capital provided 
long before it was. 

“For the first two years of this company’s existence 
I am afraid that we looked upon the repair department as 
a necessary evil rather than a possible source of revenue 
and it was only because of careful analysis of the situation 
that we discovered this department could be made to pay 
a very handsome profit. 


Develop $100,000 Accessory Trade 


“For a like period we neglected accessories entirely, but 
we have now developed an accessory business that runs 
close to $100,000 a year and it is a very profitable part 
of our business.” 





A dealer checking the Repair Shop item says: “The 
service department run on an hourly basis will surely lose 
money. Flat Rates properly based on experience will be 
fair to both customer and mechanic with a guarantee of 
a net profit if sufficient work is supplied. It cost me many 
thousands of dollars to learn this truth.” 





“In regard to No. 5—‘Neglect of Accessories as a Source 
of Profit’—will say that up to this year we have not sold 
the accessories with a new car that should have been sold, 
and this certainly has been a serious mistake as we now 
find that if the car is equipped with a good amount of 
really essential accessories and the full price quoted it is 
very easy to sell the car so equipped. We expect to in- 
crease our accessory sales this year because of this new 
policy. We quote all our models fully equipped and ready 
for delivery.” 





“I believe that our success has been due to selling our 
product at one price; by charging for all accessories and 
service given the customer, but insuring him that he gets 
value received; by changing our book-keeping system to 
a system which gives us an itemized departmental expense 
account whereby we can determine which departments are 
making money and which are losing money, thereby en- 
abling us to go after the weak departments and bolster 
them up so they can be put on a profitable basis. 


Lost By Failure to Survey 


“We believe if we had surveyed our potential market 
and cultivated our territory to a greater extent in the 
beginning that our business would have been more profit- 
able. Another thing we have done—we have made a con- 
fidential advisor of our banker and every month we show 
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him our financial statement and get his advice. He knows 
how we stand financially and this enables us to get credit 
when we need it.” 


TATE 


“T have checked article No. 4 (Repair Shop on Unprofit- 
able Basis) as one of our mistakes which since has been 
corrected by Flat Rate and piece work remuneration to 
mechanics. And on top of this must be considered a very 
comprehensive accounting system.” 

“As to Item No. 5 (Neglect of Accessories) there is an 
unlimited source of possibility to this department. No 
dealer should sell an automobile without filling the tank 
with gasoline and charging for it. It’s a service and it is 
a crime to give away gasoline with the car. Various 
models of cars can be fitted with accessories and the car 
so equipped, marked front and rear in some convenient 
place with the sale price of the car delivered in the city 
where it is sold. We have employed this method for years 
and locally have not quoted F.O.B. prices. Presented in 
this manner few people check the accessories and their 
cost, the cars look better displayed with extra tire and 
cover and accessories and they are frequently selected by 
reason of their good appearance more than for price. In 
1925 with an average investment of $3300 worth of tires 
and tubes we turned this stock 1214 times and very few 
cars left our sales room without a tire and a cover fully 
charged for at the list price. On an average investment 
of $4500 we turned our accessory stock 744 times with 
this type of merchandising. In addition by a series of 
well-planned letters we sold 12,000 gallons of anti-freeze 
solution. We did the same thing with lubrication oil. 

“From our experience a very small percentage of deal- 
ers get half what is coming to them out of their business 
—or less—and what they do get they immediately turn 
around and give away trying to out-trade competitive 
dealers.” 





A dealer checking “‘Undercapitalization” as his greatest 
initial grief says: “I have experienced that it takes most 
of one man’s time to manage finance when it is running 
close. The pricé of undercapitalization is a wrecked con- 
stitution, many a headache and a waste of time—no time 
left to make profits. 


Better Location Proves Boon 


“Bad location. There is much more in location than 
I anticipated when I first went into business. At that 
time I selected a side street on account of lower rent. 
I managed to keep even or a little better. For four years 
I have occupied a salesroom 11% blocks from the public 
square which cares better for our cars and I am enjoying, 
therefore, a larger percentage of cash sales and a pleas- 
anter and more profitable business. 





“Of course we have made lots of mistakes, and I think 
the greatest one we ever made was overexpansion by open- 
ing two retail branches in suburban and nearby cities. 
This was a very expensive move and to be considered, 
I believe, very carefully by any organization before open- 
ing branches. " 

“In view of the fact that the automobile industry is 
still in its infancy and dealers are less experienced than 
the manufacturer, I believe there is a lot more profit in 
the business than the average dealer gets out of it and 
that the questions you have asked are all of vital im- 
portance. A closer check-up on our repair shop and the 
pushing of accessory sales we know would mean a lot of 
profit to us.” 

“There are so many ‘biggest mistakes’ that the new 
dealer usually makes it is hard to say which one stands 
out most. More often it is undercapitalization. Fre- 
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A good location is important for the successful automobile 

dealer. Here is a building located on a good corner with plenty 

of window space for display of cars and accessories, and with 
entrances from two streets 


quently it is lack of business experience of any kind and 
particularly lack of knowledge of the automobile business. 


Profit Before Mere Volume 


“Too many dealers are more concerned with delivering 
another car and keeping a competitor from delivering one 
than they are with making a profit on the deal. Most 
dealers would be far better off if they sold half as many 
cars at a profit than through the greater volume of busi- 
ness they are doing at half, or less, or probably no profit 
at all. Location in small communities is not so essential 
these days as going out and getting the business. They 
don’t come to the show room to buy any more.” 





“We have spent a’ great deal of time and thought on 
our service department and during the past year it has 
been showing up better than ever before, but there is still 
room for improvement. We find that in the efforts of 
our salesmen to sell cars they neglect pushing accessory 
and tire sales. 

“Up to about a year ago we did not appreciate the 
value of a thorough survey or canvass of the territory 
for prospects which neglect resulted in a great percentage 
of trade deals and too small a percentage of straight deals 
which placed too great a burden on the used car de- 
partment.” 





“‘As I see it this proposition of being successful auto- 
mobile dealers is so simple that I can not understand 
the difficulties in which many dealers find themselves. I 
mean, fundamentally. Of course a man must have ability 
to direct an organization, keep up his collections, see to 
his overhead, etc., in the same way every other merchant 
must. | 

“Primarily he must get straight in his mind that 
essentially automobiles are no different from sardines or 
calico insofar as merchandising them is concerned, and 
that he must buy his merchandise, especially his used cars, 
at a price which will enable him to sell them promptly 
at a figure that will return his allowance price, plus his 
reconditioning, plus his overhead and sales expenses, plus 
a legitimate profit—or he can not hope to make a satis- 
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factory amount of money. Every other merchant in every 
other line who is successful has learned these simple les- 
sons and an automobile dealer must learn them too. If 
he is incapable of learning them his demise is only a 
question of time.” 





A dealer checking as serious early mistakes the subjects 
of “Bad Crediting, Failure to Install Proper Book-keeping 
System and the Unprofitable Shop” item has finally come 
to this conclusion: “Pay your bills the 10th of the month 
and this will eliminate reckless and bad crediting. Use 
Flat Rate in the repair shop and guarantee all work.” 





This dealer checked “Neglect of Accessories” as an out- 
standing error in his earlier days. He remarks: “When 
I first started out to handle cars in 1908 I was too anxious 
to sell them and put on accessories at cost, giving dis- 
count and long terms—which can not be done profitably. 
I now get the full list price and equip all cars and sell 
them that way and get the full list price for all equip- 
ment. I find sales are more readily made when we price 
the fully equipped job than when we priced cars and 
accessories separately.” 





“This one checked the Book-keeping item as one of the 
most grave mistakes in his early days. He says: “The 
mistake which causes most dealers to go out of the pic- 
ture is faulty accounting. They do not know what it 
— to do business.” He didn’t know at first but now 

e does. 





Marginal comment by a dealer checking Failure to In- 
Stall the Proper Book-keeping System is this: “Failure 
to read the picture that the books told.” That was one of 
his biggest shortcomings. And you can’t read the pic- 
ture without the proper accounting plan. 





“Our big mistake was a common one. That was forcing 
business. Doing too much or trying to. In other words, 
volume was our object instead of profit and conservatism.” 





“A poorly arranged prospect file and a poor market 
analysis limited our sales. These conditions have been 
Improved with fine results.” 





“Total cash capital when starting was $455. No other 
July 1, 1926 






assets other than household furniture on which part of 
purchase price was still owing. Had to pay excessive 
interest rate for loans and on account of limited capital 
was compelled to do work of minor importance when my 
entire energy should have been devoted to duties of man- 
agement and constructive planning.” 


“Our greatest mistake was in not attracting the am- 
bitious men of character necessary to build a successful 
organization. We didn’t train the men thoroughly enough 
to represent us as we wanted to be represented. Another 
mistake: Lack of an expense budget system and quotas 
for sales necessary to make money.” 

“T have checked three items that are of great im- 
portance with nearly every beginner, from our own ex- 
perience. First—Careless Used Car Trading. Second— 
Failure to Install Proper Book-keeping System. Third— 
Reckless or Bad Crediting. 

“All of these are of great importance, especially Bad 
Crediting. I believe that is the greatest mistake most 
beginners make. They fail to place their business on a 
firm foundation on the basis of crediting. They give any- 
body and everybody credit and consequently they are soon 
in an unhealthy condition. This bad crediting is generally 
due to bad book-keeping, but the two are closely inter- 
woven.” 





“My main difficulty is to reduce my overhead fast 
enough to keep it below my gross profit. Changing con- 
ditions—the deflation—brought about the worst problem 
since my experience was only during a period of inflation.” 





“Learning to deal with the used car on a hard-boiled 
business basis was the most difficult and expensive lesson. 
I had to learn that it was up to me to let someone else 
make the new car sale if the trade-in proposition were 
unprofitable. I tripped up at first on a bad accounting 
system and getting right on that helped solve the 
used car problem as well as giving a more clear idea of 
happening in other departments. I really think it was 
changing the book-keeping plan and analysis that swung 
me into better profits through the shop and accessories. 
Am now working each department for all the profit pos- 
sible. There are plenty of profit opportunities in this 
business if the dealer goes after each case separately.” 


Distilled Glycerine Used by Norge 
On Polar Flight 


The “Norge,” in its flight to the Pole, utilized distilled 
glycerine in its motors as an anti-freeze solution. This 
fact was revealed in an interview with Lieut. Oscar 
Omdahl, of the Norwegian Navy Aviation Corps and First 
Engineer on the “Norge,” by George Maynard, editor of 
the Daily Nugget, Nome, Alaska, and made public in New 
York by the National Glycerine Service. Lieut. Omdahl 
said: 

“As First Engineer on the ‘Norge’ I had charge of the 
motors.. There were three of the Maybak type, 260 horse- 
power each. I used 28 per cent glycerine anti-freeze mix- 
ture. The engines worked 160 hours with the same water 
and glycerine.” 


Lieut. Omdahl, who has made two previous polar flights 
with Amundsen further stated: 


“In 1923 I accompanied Amundsen to Wainwright, 
Alaska, in a model junker plane to attempt the flight to 
the pole. I used a 25 per cent glycerine anti-freeze mix- 
ture. It worked fine. There was no trouble from freez- 
ing. In 1925 I accompanied Amundsen on his polar flight 
to 88 degrees. The planes both used 30 per cent glycerine 
anti-freeze mixture.” 
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BILL FIXIT STORY No. 21 


REVIOUS installments in this series by A. H. Packer 

were published March 19, April 2, April 16, May 7; 

May 21, June 18, July 30, August 13, September 3, 
September 24, October 22, December 10, and December 31, 
1925; also February 11, March 11, April 1, April 22, May 
20 and June 10, 1926. 

SYNOPSIS: Bill Fixit’s electrical trouble shooting men 
start on a trip in a Speedway car. They stop at various 
places along the way and in a mining community are 
robbed of all their money. This necessitates getting a 
job with the local electrician, to whom they give some 
helpful information gained in working in Bill Fixit’s 
garage. Directional radio is used by government agents 
in locating a gang of crooks and the boys’ money is 
recovered. The trip is continued and the night after 
leaving the mining town they stop with Barney Oldfield 
Smith, an amateur race driver and help him with a 
magneto job, where a new condenser is needed. After 
getting a number of electrical pointers from Bill Fixit’s 
men, Barney decides to open an electrical shop. Several 
jobs come in, the service work increases and a stock 
of electrical accessories is added. At Barney’s request, 
the Red Head explains simple generator principles and 
the renson some method of regulation is needed. 








66 OUNDS like thunder to me,” said Valvy, as the 
comedy came to an end and the Pathe News was 
flashed on the screen. 

Barney and the Red Head glance toward. the 
entrance, saw nothing, then turned back to watch the rest 
of the show. It had been cold and windy and not much 
of a Sunday afternoon to spend fishing or in the woods, 
so the boys had decided on a trip to town. 

When the show was over, the boys wandered slowly 
toward the door; then quickened their pace. At the side- 
walk a crowd had gathered. “Something must be up,” 
said Barney. But they were not long in suspense. 

From a leaden sky came a steady deluge. Already the 
water in the street was halfway to the hubcaps of stand- 
ing cars. As the boys waited for the rain to stop, the 
water rose still higher; within two inches, then one inch, 
then in line with the center of the wheels. 

A car attempted to rush through the deepest part of the 
water in front of the theatre. There was a scream from 
the crowd as a wave rolled over the curb and up into 
the lobby of the theatre, then more excitement from the 
street. The rushing car was enveloped in a cloud of 
vapor as the water rushed through the radiator and hit 
the hot engine; then a sickening silence as the car stopped, 
impotent in mid stream. 

“Should have taken it slowly,” commented the Red Head. 
“Guess the driver knows that now, but the question is, 
how do we go from here and when?” 

“Time to call for volunteers,” said Valvy. “Guess I'll 
shed my shoes and socks and wade over to our car.” 

“With all this gang watchin’?” Barney wanted to know. 

“That’s up to them,” said Valvy, and started to get 
ready for the plunge into the rushing waters in the 
street. 

As he stepped from the theatre entrance there was a 
chorus of titters mixed with an occasional word of com- 
mendation as slow progress was made toward the curb. 
Caution was indeed needed if a sudden slip and the wreck- 
ing of a Sunday suit were to be avoided. But the cross- 
ing was made in safety. Only once was the issue in 
danger, when a passing car rolled a wicked wave in Valvy’s 
direction, but a quick retreat to the running board of one 
of the parked cars served to prevent disaster. 

When the car was reached there was another problem, 
for water had apparently put the ignition system out 
of commission. Coaxing, with careful treatment of 
starter and choke, eventually got a cough from one cyl- 
inder, then another and finally the engine started, jerking 
unsteadily on two lungs. Five minutes passed and another 
cylinder cut in, then another and finally all six, and Valvy 
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Troubles 


Valvy Plays the Part of a Barefoot 
Hero and the Red Head Explains 
Causes and Remedies to Use 
When Generators Charge 


ToeMuch or Too Little 
By A. H. PACKER 


concluded it was safe to drive up on to the sidewalk and 
rescue his two fellow trouble shooters. 

The day after the big rain there was little business at 
Barhey’s shop but a day or two later the work began to 
come in. First a generator, then a starter, then some 
more generators. The garages in the vicinity were tak- 
ing them off and sending them to Barney’s shop where 
Bill Fixit’s expert men were working. 

Water and muck was usually the cause of the trouble, 
where farmer’s cars left in some low spot had been nearly 
covered as a result of the cloudburst. Failure to charge 
was the usual complaint in the case of the generators, 
but in one case Barney was surprised to find the opposite 
trouble. After the machine had been cleaned up it gen- 
erated over 25 amperes and no adjustment of the third 
brush seemed to make any difference. 

As Barney puzzled over the peculiar symptoms, Red 
came over to the test bench to see what was up. 

“Can’t make ’er regulate,” said Barney. “Acts more 
like a straight shunt machine than anything else.” 

“Perhaps that’s the way you connected the field,” said 
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Fig. I 
Accidental ground at third brush raises field current and puts 
partial short on armature, in some cases raising generator 
output 


— Head. But Barney vowed he had the connections 
right. 

“Did you test the brush holders for shorts and grounds,” 
Valvy wanted to know, butting in on the test with what 
he figured was a bright idea. 

“Say,” drawled the Red Head. “You usually put your 
foot in it, but that’s not such a bad idea. If the third 
brush is connected by some accidental contact to the frame 
of the machine it may give about 6 volts to the field in- 
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stead of 3 or 4 volts, because of the fact that one main 
brush is grounded.” 

Barney couldn’t get the idea, so Red made a sketch. 
(Fig. 1.) 

“It’s like this,” he explained. “From the plus main 
brush over to the negative one we have about 6 volts, 
but from the plus brush to the third brush we have about 
half of that. 

“Now suppose the third brush becomes grounded due 
to an accumulation of carbon dust from the brushes pack- 
ing around the fibre insulation and helped by a good soak- 
ing with dirty water. Between the third brush and the 
negative one we have two or three volts sending current 
through this wet carbon dust. That will burn it and 
char the fibre insulation until a good ground contact de- 
velops. This connects the right end of the shunt field 
(Fig. 1) to the negative brush and gives the field 6 volts 
instead of 3 or 4 volts. 

“Doesn’t it short the armature?” Barney wanted to 
know. 

“Yes, it does,” answered Red. “And it is a question 
which action will have the greatest effect. The third 
brush has some resistance however. Then the contact at 
the commutator has some resistance, so it is not the same 
as if we a had a copper wire soldered from one part of 
the commutator to another, and in this case it looks as 
if the ground has actually made the generator develop 
more current.” 


Barney wasn’t quite sure about the theory and decided 
to see what the tests would show. It wasn’t long, however, 
before he had checked up on the theory to his own satis- 
faction. The field lead was removed from the third brush 
and the brush itself was blocked up from the commutator 
with a piece of dry wood. 
Then 110 volt test points were 


Regulation 


arc formed in the carbon and charred fibre of the third 
brush insulation. 

“Trouble that makes the generator charge more,” re- 
maked Valvy. “That’s one you don’t get every day.” 

“But it wouldn’t last long,” said Red. “Running that 
way it would heat up fast, throw the solder or burn up 
the windings. You can not be too careful in testing every 
detail as you build up a machine. It’s interesting enough 
but it doesn’t make any money for you on a flat rate or 
piece work basis. 

“There’s another chance of trouble with shorted brush 
holders as shown in this other sketch (Fig. 2). Here 
the circuits indicate that one main brush and one end 
of the shunt field are grounded. Then if we should have 
the third brush and the insulated main brush touching 
each other or shorted together we would again get too 
much voltage at the field, the effect partially neutralized 
by a tendency to short out part of the armature.” 

“Getting too much current or too little, is something 
that has bothered me,” said Valvy. “Even using all the 
third brush adjustment, I have sometimes been unable to 
get the right charging current.” 

“What did you do about it?” Barney wanted to know. 


“I usually bevel the brush,” said Valvy. “If I test 
everything and can not find any defects in the machine, 
I file off one lower corner. This sketch (Fig. 3) shows a 
normal third brush making full commutator contact. This 
other sketch (Fig. 4) shows the brush moved to the left 

and corner beveled to reduce 





applied. 

At first the lamp did not 
light. Then it began to glow 
dimly, then brighten up as an 











Fig. 4 (below) Beveling the oo A 
third brush to give mini- . 
mum charging current. For 
maximum current the other ( 
corner of brush would be 


beveled and brush would be 
moved to the right. i 


mn 
SOE SON 


SHE 


Vr XO 


2 
. C ] 
Neen “sy 








HK 








ee 


ad 


the charging rate. With the 
brush moved to the right and 
the other corner beveled the 
rate would be raised to its 
maximum.” 
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Fig. 2 (left) Shorting of 
third brush and adjacent 
main brush will produce 
same results indicated in 


Fig. 1 
Fig. 3 (below) Normal third 
brush making full commuta- 
tor contact with range of ad- 
justment insufficient to get 
desired current. 
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repares in Summer 
for Kall and Winter 


J. Lawrence Hill, Operator of a Garage at Rochester, N. Y., Has Handled 


Receiving Sets for Several Years and Says It Is a 


Profitable Year Round Business 
By GEORGE CULLEN 


LAWRENCE HILL COMPANY, of Rochester, really has time to expand his territory. 


N. Y., operating a garage and distributing radio 
¢ products, has made radio a year around job. 
In the summer this firm opens up new terri- 
tories, floods them with advertising and arouses interest 


in radio. 


“At the beginning of this summer I sent out 2,000 let- 
ters to prospects in an unworked section of our territory. 
We had no dealer there and had never before attempted 
to sell anyone in that vicinity. To date the number of 


replies have astounded me. Many of them came from 


In the winter it reaps the harvest. Last year it was persons who already own radio sets but are anxious to 


a bumper crop. Total radio sales amounted to more than 
$60,000. The company operates Hill’s Garage, one of the 


largest in the city 
and is official Bosch 
service station in 
Rochester. 


J. Lawrence Hill, 
president of the com- 
pany, was one of the 
first automotive men 
in Rochester to get 
into the radio busi- 
ness. He has been 
Erla distributor for 
more than five years. 
He knows the ropes 
and from that cost- 
liest of teachers — 
Experience — he has 
learned to utilize the 
Summer season. to 
advantage. 


Mr. Hill’s territory 
includes twenty - one 
counties in New York 
state between Roch- 
ester and Utica. He 
has more than 80 
dealers scattered over 
this vast territory 
and he is increasing 
them every year. 

“The greatest mis- 
take a radio dealer 
can make is to drop 
radio during the sum- 
mer months,” said 
Mr. Hill. “That is 
the time to sow the 
seeds which will blos- 
som into orders when 
winter comes. That 
is the time of the 
year when the dealer 
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Mr. Hill sends out letters like this in the summer to create interest 
in radio and prepare for big sales in fall. He finds, however, that 


such letters bring a great deal of immediate business 


get a bigger and better one. 
“From the way queries are coming in, it looks as 








J. Lawrence Hill Co., Inc. 


Distributors 


RADIO RECEIVERS RADIO PARTS 











SUBWAY BLVD. & PLYMOUTH AVE. S. 
ROCHESTER, N. Y. 


Dear Friend: 
Every farm should have a radio. 


Your radio set will bring pleasure and entertainment 
at almost any hour of the day or night, but more im- 
portant still, it will keep you in touch with the 
farm markets of the country, and enable you to reap 
the bertefit that others have. 


One farmer in Colorado writes to the Farmers Radio 
Bureau, that he saved $150.00 on a shipment of hogs 
because of the information he reoeived over the radio. 


Another farmer in Missouri writes thet the weather 
report indicated a storm, so he refrained from cutting 
his hay, with a consequent saving of several hundred 
dollars. 


For a limited time, we are making a special offering 
of a few large type ERLA radio sets, complete with 
tubes, batteries, and seriul, all ready to operate. 
Send the enclosed card to us. It will cost you nothing 
and you are‘under no obligations if we cannot make you 
a satisfactory. price. 

Very truly yours, 

J. LAWRENCE HILL Co,, INC. 


JLH:RDB 








though we will have 
to get a dealer to take 
over that territory 
this winter.” 


Every dealer in Mr. 
Hill’s organization 
was given through in- 
struction in the oper- 
ation and mainte- 
nance of radio receiv- 
ing sets before he was 
allowed to sell Erla 
products. This in- 
struction, which was 
given either by Mr. 
Hill personally or by 
his salesmen, is sup- 
plemented by written 
instructions as new 
methods are _ intro- 
duced in radio con- 
struction. 

Because of his 
policy of instructing 
dealers in the opera- 
tion and maintenance 
of sets, very few are 
returned to the dis- 
tributor for repairs. 
If the dealer finds 
that he is unable to 
repair a set or is un- 
able to diagnose the 
trouble, he first gets 
in touch with the dis- 
tributor before ship- 
ping the set back. If 
the case warrants, 4 
radio expert from Mr. 
Hill’s staff is sent to 
the dealer, but this 
is done only in un- 
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J. LAWRENCE HILL 


Rochester Garage Man and Pioneer Radio Dealer 


usual cases where time is an important factor. 

“Years ago, when I was in the manufacturing end of the 
automotive industry, I learned that he only way to avoid 
trouble calls was to out-think the customer, or dealer, 
as the case might be,” Mr. Hill explained. “In those days 
I would go on all sorts of wild goose chases to repair 
trouble which in nine cases out of ten turned out to be 
thoughtlessness on the part of the customer or dealer. 
If they couldn’t start their car I would usually find on 
arriving, that they had forgotten to release the emergency 
brake or were out of gas or some other similar matter 
that they could have taken care of themselves had they 
know about it. 


“Thereafter, when I would get a trouble call, I would 
Suggest all these things for the driver to try before I 
would go out on the case. Usually through my suggestions 
he was able to locate the trouble himself and was able to 
repair it, thus saving me a trip. 

“As a radio dealer, I have found the same solution to 
the trouble problem. Nine-tenths of the complaints re- 
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Radio Irade 








BIG FARM MARKET FOR RADIO 


According to a bulletin issued by the Atwater K 
Mfg. Co. in April of this year less “ean 10 per Ane op 
the farms in the United States are equipped with radie 
sets, leaving a tremendously large rural market for 
development. The bulletin gives the following figures 
for states for which statistics are available: 


STATE 






































































































































pee FARMS SETS 
abama 237.562 
California 130408 13.254 
Colorado 58,025 2 426 
Connecticut 23,240 2,688 
Delaware 10,257 "342 
District of Columbia 139 36 
Florida 59,317 
Georgia 249,109 1,300 
Idaho 40,583 805 
Illinois 255,601 27,434 
on Leey 85 8,665 
$3,444 23,645 
Kansas 165,879 13,189 
ne eae 2,878 
aine 50,03 ¢ 
Maryland 20.002 ars 
Massachusetts 33,454 6,434 
Michigan 192,334 9,028 
Minnesota 188,215 11,770 
Mississippi 257,228 928 
Missouri 260,484 17,592 
ae ric 12,740 
evada ™ 3,91 154 
New Hampshire 21,065 2,366 
New Jersey 29,671 6,256 
New York 188,754 24,620 
North Carolina wa 283,491 1,363 
a Dakota walle Bi po 4,729 
oO 244,703 15,917 
Oklahoma - 197,218 2,707 
Oregon 55,908 3,251 
Pennsylvania 200,420 14,933 
Rhode Island 3,911 1,246 
South Carolina ... 172,761 867 
South Dakota 79,536 4,866 
Tennessee oo — 
Utah ’ 
Vermont 27,786 2,778 
Virginia 193,723 3,715 
Washington 73,267 2,691 
West Virginia 90,377 1,741 
Wisconsin 193,155 8,248 
Wyoming 15,510 623 











ceived from radio owners are found to be due not to any 
fault with the set but to the owner’s ignorance of its 
operation.” 

In the selling of radio, Mr. Hill gives his dealers valu- 
able assistance in the form of direct mail and newspaper 
advertising. He furnishes them with factory literature 
and circulars and letters prepared by his own advertising 
staff for direct mail distribution and in addition advertises 
regularly in the city newspapers circulating in the terri- 
tories of the various dealers. He appropriates five per 
cent of his gross income for advertising. 

In addition to the advertising, Mr. Hill inspires his 
dealers at every opportunity, either with some piece of 
direct mail literature or a personal letter. He never 
misses an opportunity to capitalize on some current topic 
to bring home a radio sales talk. For instance he recently 
read that while 87 per cent of the homes in this country 
had electric lights only 17.6 per cent had radios. He 
immediately capitalized this in a letter to his dealers as 
an argument for selling more radios. A news dispatch 
which stated farmers were enabled to cash in on reports 
received by radio inspired another letter. 
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Buick Sales Story in Pictures 


Special Projector, Invented by Member of Organization’s Selling 
Staff Used Effectively by Howard Automobile 


TRIPLE SLAL 
means no dust 
or dirt can 
reach wearing 
parts. 


This ofl 
j 


oif pure and 
cean 


(he AIR CLEANER 
prevents dust 
from being 
sucked into the 
cylinders 


A GASOLINE 
STRAINER 
filters the fuel 
thoroughly before 
it enters the 
carburetor 


( 
CLUTCH is of the 


A CONVENIENT 
HANDLE MAKES 
DOOR OPENING 
EASIER 


Models 48, 50 
& 51 have 2 new 
heavy cord to 


assist passengers 


in rising from 
the seats 


Sport Roadster 
& Country Club 
Loupe have the 
rear compartment 
seat for two 


The Buick cil 
Dump cannet run 
dry if there is 
any oil in the 
crankcase 


Company, of San Francisco 


is obtaining a great deal of effective and dignified 

advertising by means of a new projector perfected 
and patented by J. R. Bradford of the sales department of 
the company. , 


This projector is used in the salesroom and show 
window, in hotels and stores. It was used extensively 
during the “Open Road Week.” During the “Open Road 
Week” a special film featuring the Redwood Highway was 
prepared. This film was titled “A Glimpse of the Red- 
wood Empire” presented by the Redwood Highway Asso- 
ciation. Photo No. 1 shows a section of the film that is 
displayed in the Howard show room, telling an eight 
minute sales story, featuring the 1926 Buick model. Photo 
No. 2 shows a section of the film that is used in hotels 
and stores. This film is titled “Seeing Historic Cali- 
fornia by Automobile’ and presents various interesting 
points in California which are interspersed with Buick 
adds in such a manner that valuable advertising was ob- 
tained. 


The Howard Automobile Company has found that films 
of this type are welcomed by stores and hotels, the man- 
agement being glad to put the projectors in store windows 
and hotel lobbies. 


This is also a very effective means of attracting and 
holding attention in the hotel lobby. One of these ma- 
chines was placed in the Hotel Cecil in San Francisco 
which was very effective in creating interest in the Red- 
wood Highway. The Hotel Cecil and the Eureka Inn 
located at Eureka on the Redwood Highway are both 
under the same management, and the Redwood Highway 
Film included two views of the Eureka Inn, which pro- 
vided excellent publicity for this hotel and also made the 


management of the hotels more than anxious to ‘run the 
film. 


The message and the pictures thrown onto the screen 


‘Ts Howard Automobile Company, of San Francisco, 


SENERKATOR has 


been simplitied 


carburetor 
manifold contri- 
bute to the 
BUICK power 


e t 


xm > 
ca : ‘ 
a A 


Ber 


The 
lrans-ession 
inlécre with 
motor, note the 
selt-oiling un- 
versal joint 


CAN ILEVER 

REAR SPRINGS 
eaSy riding, no 
side sway no 
rear end trouble 


| 


> 
» Bieter 
 ——-e 


SPLIT NUT and 
WORM type 
steering gear 
maKes Buick an 
easy car to drive 





HEAD LIGHT RAYS 
controlled from 
the seering wheel. 


LOW PRESSURE 
TIRES mounted 
on wood wheels 
with short, 
heavy spokes. 





< ying sg bike are all naturally colored, this being the only machine of 

ey = toe the kind that shows a continuous motion in which natural 
color is used. Very little room is taken up by the pro- 
jector as it is but 5 inches deep, 15 inches high and 18 
inches wide. 








therefore make those penalties strong enough to command 
respect. 


Wants Uniform Laws 
To the Editor of Motor AGE: 

As all states are trying to get some kind of regulation on 
automobile lights, why not ask Congress to pass some regula- 
tion that every state could copy. Thereby all motorists would 
know just what was expected in regard to lights, hand and 
mechanical signaling. Say in regard to lights that front lenses 
shall tip forward % in. for 6 in. diameter lens, then those who 
don’t care about anyone would have to obey or take the penalty 
which should be $50 for first, $100 for second, $300 for third 
offense. 

Also cure those crippled arms by using the signal so there is 
no doubt as to what the meaning is. Make the penalties good 
and strong so that one call on the doctor will be plenty. In 
regard to speed, any speed is safe as long as you can control 
your car to avoid accident. An accident is up to the driver, 
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P. B,. FITZPATRICK, 
435 Holmes Ave., Indianapolis, Ind. 


Likes Prices and Weights 


SPOKANE, WASH. 





To the Editor of Motor Age: 

We consider your publication the very best in its class. We 
keep the yearly show number for reference throughout the 
balance of the year, and we like very much the way you segre- 
gate the different details in specifications. We think we refer 
to the price and weight classification most of all, and since 
you have placed these items in a list by themselves we find 
it much more convenient. 

W. W. Trumbull, 
SPOKANE AUTO CO. 
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Used Cars Repainted and 
Reconditioned Sell 


Nashville Cadillac Dealer Believes It 
Pays to Offer Quality Product 
To Buyers of Second-Hand 
V ehicles 


By CLYDE GRISSAM 


HE Stockwell-Brannon Motor Co., Cadillac dealer 

at Nashville, Tenn., believes that it pays to repaint 

and recondition used cars. This company, which has 

had its present line of new cars for 12 years, holds 
a semi-annual pre-inventory sale of used cars in which 
the fact is highly advertised that every car has been re- 
painted, and placed in first class mechanical condition. 
New tires are put on if needed to put the car in excellent 
serviceable condition. 

The company operates its own paint department in a 
separate building a short distance from the sales head- 
quarters. The service department, which is extensive and 
well equipped, is housed in a building backing up aginst 
the rear of the sales building. 

In the semi-annual sales the cars are offered at sub- 
stantial reductions from the prices ordinarily asked. Each 
car is put on the floor with a tag bearing the price origin- 
ally asked and the special sale price. Instalment terms 
are available on these used cars. In its advertising the 
company gives the names of the five salesmen who will 
be on hand to show the used cars. 

The proprietors of the company are W. Frank Stockwell 
and Robert Brannon. Mr. Stockwell has been in the in- 
dustry for 17 years and with the present company 12 











W. FRANK 

STOCKWELL 
of Stockwell-Brannon 
Motor Co., and president 


of Nashville Automotive 
Trades Association. 


Home of Stockwell-Bran- 

non Motor Co., for 12 

years Cadillac dealers in 
Nashville, Tenn. 


years. For the last two years he has been president of 
the Nashville Automotive Trades Association. 

This trade association includes car dealers, battery and 
tire dealers, accessory dealers and other groups, with a 
vice president for each group. The secretary is Tim 
White. The association has done much for advancement 
of the industry in Nashville and surrounding territory. 





Gives Pointers on Selling Tires and Radio 


Dealers May Profit from Advertising Counsel and Sales 
Suggestions of Wholesaler 


HE tire and radio dealer must utilize every variety 

of direct mail advertising if he is to be successful 

under present highly competitive conditions in both 
of these lines, in the opinion of Fred J. Bosch of the 
Chadwin Tire & Rubber Co., of Philadelphia. 


“In my experience I have found that the dealers who 
are making the most money are those who are quick to 
avail themselves of the direct mail and advertising counsel 
that the wise wholesaler has to offer,”’ says Mr. Bosch. 


‘In such metropolitan centers as Philadelphia and Pitts- 
burgh these dealers not only use considerable space in the 
hewspapers in individual advertising effort but on special 
occasions, such as annual sales, they combine their ex- 
penditures and buy larger space jointly, to their mutual 
advantage. 

“The dealer usually will find the wholesaler willing to 
co-operate with him in the preparation of copy designed 
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to promote consumer interest because of the wholesaler’s 
direct interest in the same objective. 


“It has been the policy of the company with which I 
am associated to not only give this co-operation, but in a 
great many instances to actually supply the material in 
printed form for direct mail effort; and to furnish mats 
and copy with a local touch for newspaper advertising. 
Likewise, we have supplied window streamers and spe- 
cial literature for annual sales and other special events 
involving intensive drives and campaigns.” 


Of importance secondary only to effective newspaper 
and direct mail effort is proper display in the store itself, 
Mr. Bosch declares, pointing out that this is merely an- 
other form of advertising, with a somewhat more limited 
scope. The Chadwin Co. has a model radio show room 
in which its complete line of receivers, accessories and 
equipment is displayed. 
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Belflex Fabric Spring Shackles 
On Willys Knight “66” 


reer fabric spring shackles have 
been adopted on the Willys-Knight 
Great Six, model “66” line to connect 
the chassis springs with the frame in 
place of the usual shackles and bolts. 
All models in the “66” line except the 
touring car are now being produced with 
the Belflex equipment, and the open 
model will be offered with the metal bolts 
until further notice. 

According to the officials of the com- 
pany the Belflex system was adopted to 
eliminate practically all chassis lubrica- 
tion, to make car quieter especially over 
uneven roads, and to provide a more 
flexible connection between the springs 
and frame. Description of this system 
which consists essentially of two resilient 
rubber fabric strips securely clamped 
between the springs and chassis frame, 
has already been described in Motor AGE. 

Photos 1 and 2 show the Belflex equip- 
ment installed on the front springs while 
pictures 3 and 4 show the installation 
on the rear springs. It will be seen 
that the style of application is the same 
as the conventional metallic arrange- 
ment, the front of each respective spring 
being anchored in a flexible manner to 
the frame with the rear of the springs 
provided with a tension shackle which 
permits lengthening or shortening of the 
spring as the load varies. The front 
shackle due to its flexible nature allows 
a gentle rocking as the spring flexes. 


Paris-Marseilles Train Trip 
Cut 38 Hours by Plane 


Commericial airplane lines from Paris 
to Marseilles and from Paris to Berlin 
were inaugurated recently and will op- 
erate daily, carrying passengers, mails 
and freight. On the Paris to Marseilles 
line distance 477 miles, the planes stop 
at Lyons, thus giving air connection with 
Geneva. The Paris-Marseilles line is 
also linked up with the Paris-London 
line, thus making it possible to travel 
from London to Marseilles in 10 hours. 
By train and boat the journey occupies 
48 hours. 

The Paris to Marseilles line is oper- 
ated by the Air Union (Farman Com- 
pany) and the initial trip was made by 
five Spad 33 cabin planes equipped with 
a Salmson 260 h.p. engine. 

The distance from Paris to Berlin is 
covered in 7% hours, this including a 
landing at Cologne and another stop at 
Essen. At present the journey by train 
occupies 20 to 23 hours. When in full 
working order, the Paris-Berlin service 
will be linked up with the existing lines 
to Hamburg and Copenhagen. 

The Air Union is operating the Paris 
to Berlin line in conjunction with Luft 
Hansa Company. The French planes will 
be Farman machines fitted with two 
Farman engines, but later these will be 
replaced by giant planes built specially 
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Photographs showing the Belflex equipment installed on the front 
springs. 





These photographs show the installation of the Belflex equipment 
on the rear springs 








for this line. The first German plane 
to enter France since the war was a 
three engine Junkers. 

After maintaining an air mail service 
from Toulouse to the West Coast of 
Africa for the last three years, the 
Latecoere Company is now prepared to 
carry passengers to Rabat, Casablanca, 
and the Senegal. There will be a serv- 
ice each way four times a week. 

A daily flying boat service from 
Trieste to Turin is now in operation. 
At Turin the machines alight on the 
River Po, close to the Fiat automobile 
factory. A flying boat service is also 
operating from Genoa to Palermo, Sicily, 
making the trip in seven hours, compared 
with 24 hours by the best train and boat 
connections. 


Smash Engines of Worthless 


Cars Before Sale as Junk 


Reo-Ladd company, Reo distributor in 
Buffalo, clings closely to the straight and 
narrow path in selling used cars. It be- 
lieves honesty is not only the best policy 
to pursue in merchandising them, but is 
the only policy. This company, when it 
takes a junk car in a trade—as it some- 
time does—takes that car to its service 
shop and smashes its engine with a 
sledge hammer. It then sells the remains 
to the junk man. Smashing the motor 


prevents the junk dealer from doctor- 
ing up the car and putting it on the 
road again. The Reo-Ladd company be- 
lieves all dealers should follow this pol- 
icy with respect to cars, close to the 
verge of worthlessness. If generally em- 
ployed, says the company, take out of 
service a lot of machines that are a 
menace to traffic and to the automobile 
business. 


S. A. E. Calendar 


Five national meetings are scheduled 
to be held during the remainder of 1926 
by the Society of Automotive Engineers. 
First of these is the semi-annual sum- 
mer meeting at French Lick Springs, 
Ind., from June 1 to 4, inclusive. There 
are to be two meetings in September— 
an aeronautic meeting on the 2nd and 
3rd, at the Bellevue-Stratford hotel, 
Philadelphia, and the automotive produc- 
tion meeting on the 21st, 22nd and 23rd 
at the Sherman hotel, Chicago. An auto- 
motive transportation and service meet- 
ing is to be held at the Copley Plaza 
hotel, Boston, from Noy. 16 to 18, in- 
clusive, and on some dates in the 
autumn that have not yet been selected 
a tractor engineering meeting is to be 
held by the society in Chicago jointly 
with the Society of Agricultural Engi- 
neers. 
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Bugatti Produces New Car With 300 
h.p. Engine and 185 Inch Wheelbase 


ing at his Molsheim factory in 

France a passenger car chassis 
which he claims will be the most pow- 
erful, the lightest per horsepower, and 
the most luxurious in the world. 
Equipped with a straight eight engine 
of 898 cubic inch piston displacement, 
developing 300 horsepower at 1700 revo- 
lutions, the chassis has a wheelbase of 
185 inches, a track of 63 inches, and 
weighs 5070 pounds, in full running 
order. With seven passenger body, the 
weight on the front axle is 1960 pounds. 
The car will perform entirely on top but 
there is an emergency reducing gear for 
starting on hills and an indirect geared- 
up drive for speeds of over 90 miles an 
hour. 

One of the outstanding features of this 
chassis is the cylinder construction. The 
eight cylinders of 125 by 150 mm. (4.9 
by 5.9 ins.) bore and stroke, are a single 
casting measuring 59 inches overall, 
having an integral head, with the crank- 
shaft attached direct to the cylinder 
block and water jacketing brought right 
down to the main bearings. The entire 
engine weighs 770 pounds; the cylinder 
block weighs 237 pounds, the crankshaft 
220 pounds, leaving only 313 pounds for 
all other organs. 

The casting, which has been made in 
Bugatti’s own shops, is an exceptionally 
fine piece of work. There is ample 
water space between adjacent cylinders 
and by carrying the shaft in nine bronze 
white metaled bearings in direct con- 
tact with the cylinder cooling water, 
Bugatti claims that he secures absolute 
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By W. L. BRADLEY 








rigidity and exceptionally long bearing 
life. Connecting rods are I-section with 
four bolts and white metal bearings. The 
bearings are finished completely on the 
machine and are set up without any hand 
scraping. 

An aluminum crankcase is built around 
the cylinder block, but it acts only as 
an oil retainer and dust excluder, and 
is in no way relied on to add to the 
rigidity of the engine. There are three 
valves per cylinder, operated by an over- 
head camshaft with front end drive 
similar to that of existing Bugatti cars. 
Externally, the engine has the appear- 
ance of a clean cut block of polished 
aluminum, with two carburetors attached 
on one side and exhaust pipes on the 
opposite side. 

Method of attaching the engine to the 
frame members is by means of three 
bronze hangers on each side. The 
bolts, however, go right through the cast 
iron cylinder block and are really inde- 
pendent of the aluminum oil pan sur- 
rounding the engine. Lubrication is of 
the dry sump type, with two scavenger 
pumps and one feed pump drawing oil 
from a tank contained on the engine 
side of the dash. Double ignition by 
magneto and battery, with separate oil 
for each cylinder, is fitted, the two being 
synchronized. 

The clutch is separate from the engine, 
being in an aluminum housing under 
the driver’s seat. This housing also con- 


tains the universal joint, all the wearing 
parts of which can be changed in a few 
minutes. Rear axle construction con- 
sists of an aluminum center containing 
the emergency gear, the straight bevel 
direct drive and the geared up high, and 
two axle tubes. Quarter elliptic springs, 
having their thick end rearwards, are 
mounted outside the frame members and 
behind the axle, and in addition there 
is a pair of quarter elliptic emergency 
springs, for excess load, placed ahead of 
the axle and under the frame members. 

Front axle is of a type used on Bugatti 
racing cars and is special in being in 
one piece with hollow centre and solid 
ends outside the spring seats. This is 
obtained by boring out a straight forging, 
bending the axle to shape, and then clos- 
ing up the hollow ends by hammer, 
sufficient metal having been left to pro- 
vide for this. The semi-elliptic front 
springs, which have forged eyes, pass 
through the axle. The rear attachment 
of the springs is between two semi- 
circular bronze blocks. The side rails 
have a height of 10 inches and are 4 mm. 
thick. 

Low pressure straight side tyres have 
been built specially for this chassis by 
the Rapson Company of England. They 
are 1000 by 180 mm, (39 by 7 ins.) and 
are mounted on aluminum wheels form- 
ing an integral casting with the brake 
drum. 

Bugatti states that this car will be 
sold in France at about the price of a 
six cylinder Rolls Royce, which has to 
bear practically a 60 per cent import 
duty. 





Super Power Head for Fords 


The Super Power Head for Fords is 
the 1927 offering of the Laurel Motors 
Corporation of Anderson, Indiana. 


In the illustration a sectional view is 
shown which gives an idea of the spheri- 
cal combustion chamber and the down 
flow type intake manifold used. 

Units of the valve mechanism are of 
high grade alloy steel, the rocker shaft 
brackets being integral with the cylinder 
casting. Either a Zenith or Winfield 
carburetor is supplied together with 
autopulse for feeding fuel and a felt pad 
for supplying oil to the valve mechanism. 
The list price which includes items above 
mentioned is $99.50. 


With this head a water pump and spe- 


cial distributor type ignition are recom- 
mended. Operation for the first 500 
Miles should be held to 35 m.p.h. after 
Which it is said speeds of 60 or 70 m.p.h. 
may be obtained. 
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i ‘The Laurel Super Power cylinder head installed on a Ford 
engine. Insert shows construction 
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mixture is leaner with the engine 

operating at normal road speed, 
the new SE-5A plain tube carburetor 
now in production by the Tillotson Mfg. 
Co., Toledo, Ohio, permits the delivery 
of maximum power at full loads of the 
engine whether the engine is laboring or 
operating at high speed. The economiz- 
ing device located in the upper half of 


‘ LTHOUGH the fuel content of the 


the carburetor embodies several new. 


features which allow of high fuel econ- 
omy throughout the range of part throt- 
tle speeds. 

Controlling of the mixture in propor- 
tion to the engine load is the main fea- 
ture of the economizing device, this 
being accomplished partly by the carbure- 
tor throttle but chiefly by the intake 
manifold pressure. The device comprises 
a throttle operated hollow’ cylinder 
which opens along an element of the 
cylinder and communicates to the intake 
manifold just above the carburetor 
throttle. A spring loaded plunger which 
closes when the manifold vacuum 
reaches a certain minimum value is 
placed inside the hollow cylinder. In 
operation the economizer cylinder is ro- 
tated as the throttle is opened with the 
result the high vacuum in the manifold 
induces a small air flow at high velocity 
through the economizer opening. With 
greater throttle opening the manifold vac- 
uum decreases and the economizer opens 


Engine Load Controls Mixture in 
New Tillotson Carburetor 


a greater area and more air is induced 
through the cylinder. At full throttle 
position the manifold vacuum approaches 
zero and the spring loaded valve closes 





Cut-out view of new model SE-5A 
Tillotson carburetor 


the exterior opening of the economizer 
and the carburetor again functions as 
a plain tube unit. At idling the opera- 
tion of the unit is effected in the normal 
way. 

A sectionalized view of the carburetor 
shows that the general interior construc- 
tion does not depart materially from other 
types of Tillotson carburetors. The 
main nozzle placed in the small choke 
tube embodies the usual air bleeding con- 
trol with the amount of fuel supplied to 






the main nozzle governed by an adjust- 
able needle extending through the bot- 
tom of the carburetor body. The idling 
device is constructed with two emulsion 
delivery holes one of which is located 
above the throttle and the other just 
below the throttle lip, the latter being 
employed to prolong the emulsion flow. 
An adjustable air valve opening to the 
atmosphere controls the amount of emul- 
sion passing through the idling apertures. 
As small holes are necessary at the 
lower end of the idle fuel supply tube in 
plain tube construction, a screen was 
added to insure clean fuel at this point 
which also eliminates much of the erratic 
idling of the engine. 

While plain tube type of construction 
usually results in good atomization some 
portions of the fuel tend to coalesce on 
the throttle disk and flow up along the 
manifold walls. To overcome this the 
economizer is designed so that any fuel 
coalescing on the disk or walls is agi- 
tated and reatomized by the turbulence 
set up from the entering air stream. 
Roughness of engine operation due to the 
surging of wet fuel in the intake mani- 
fold caused by vibration is minimized 
by the increased atomization. As the 
economizing action does not necessitate 
a change in the pertinent portions of 
the idling or high speed nozzles, the 
leaning of the mixture is affected only 
where desired. 





Two New Jordan Body Styles 
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Below: New Custom Sedan listing at 
$2495 which has been added to the 
Jordan Great-Line-Eight chassis to 
take the place of the sedan model list- 
ing at $2675. The new body is of all- 
steel manufacture and finished in two- 
tone finish offered in two separate 
color combinations 
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Above: The Custom Victoria priced at 
the same list as the all-steel sedan, 
$2495. This model supercedes the 
previous Brougham body listing at 
$2575. Color combinations similar to 
those on the new sedan are offered on 
this body also. The steel trunk at the 
rear is included as standard equip- 
ment. One piece windshields are 
used on both cars 
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A Novel 
Tourist Coach 
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A REAL HOME ON WHEELS, including an ob- 
servatory on the roof, is this coach built espe- 
on cially for Webb Jay, automotive engineer and 
me inventor of the vacuum tank, by the Fageol 
on Motors Co. of Oakland, Cal. A railed platform 
he with settee is provided on the roof. Below and 
he to the right is the kitchen division of the ee 
1e] interior. ii _— 
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A LIBRARY AT YOUR DOOR is furnished by this Chevro- 
let chassis with special body supplying books to suburbs 
near Evanston, Ill. This is sixth year of service. 
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SALESMEN GET FLEET OF DODGE Brothers cars when 
Buckeye Incubator Co. purchased these cars from the 


George W. Higgins Co. of Springfield, Ohio. 









HARRY MILLER BUYS STUTZ. Famous builder of racing 
cars is the man on the left in the picture at the right, 
just after he purchased a new Stutz Vertical Eight. 
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FOR THE ACCESSORY COUNTER | 


American Injector Manifold Heaters 


WENTY-SIX new types of manifold 

automobile heaters suitable for in- 
‘ gstallation on practically all popular 
makes of cars are now being produced 
by the American Injector Co., Detroit, 
Mich. Several of the models are pro- 
vided with instrument board control and 
all are supplied with a shut-off register 
made of cast aluminum. Prices range 
from $1.50 for Fords, up to Packard heat- 
ers at $13.50. One of the photographs 
shows the manifold heater installed on 
the Chrysler “70” engine and the other 
picture a closeup view of the register. 


eee 


Somersalo Balanced Circuit 


UCH has been done by radio engi- 

neers to evolve new methods or 
circuit arrangements that practically act 
to balance or neutralize the internal 
capacities of radio receiving tubes with 
the object of eliminating objectionable 
interference known as howling, squeal- 
ing and “blooping.” 

Approaching the problem from a new 
angle Dr. George A. Somersalo has de- 
veloped a balanced circuit which is said 
to be positive in results. With the Som- 


erlog Circuit it is said to have been 
found that 100 per cent neutralization is 





View shows installation of American 
Injector heater on Chrysler “70” en- 
gine 





Standard shutoff register which is 
used in conjunction with American 


Injector manifold heaters. The face 
of the register is made of cast alumi- 
num 


20 


accomplished with any degree of coup- 
ling, which makes it possible to use tight 
coupling in the radio frequency ampli- 
fiers to build up radio frequency amplifi- 
cation, thus increasing signal strength 
without forcing the tubes into unstable 
condition. 

The Somersalo Circuit is easily and 
permanently balanced for types of tubes 
to be used. Elimination of distortion is 
declared to insure an exceptionally grati- 
fying tone quality and clarity, the flexi- 
bility of the circuit making possible 
maximum sensitivity and _ selectivity. 
This product has been engineered in the 
laboratories of the Electrical Products 
Company, Providence, R. I. 


— 


New Radio Battery 


6 Meow Vesta Battery Corporation, Chi- 

cago, annourmces the addition of the 
“VACO JUNIOR” Radio “A” Battery to 
its line. 


The “Vaco Junior” is an 80-ampere 
hour battery. The Vaco type is also 
supplied in 100 and 120-ampere hour 
sizes. 


The “Fall Radio Number” of the Vesta 
house organ, in which complete details 
of Vesta Radio Batteries are given, will 
be gladly supplied to any interested 
dealers. 


Freshman B Battery Eliminator 


SHARLES FRESHMAN, INC., 240 W. 
40th Street, New York City is now 
manufacturing a B battery eliminator. 
The device is designed to operate from 
the ordinary 110 volt, A.C. house light- 
ing current. This device is contained in 
a black enamel metal box with a Bake- 
lite panel and is approximately 6 in. 
square and weighs 7% lbs. The Fresh- 
man rectifying tube designed for use in 
the master B eliminator is a two element 
tube with an extra heavy filament. The 
price of the device is $20 for the A.C. 
type and $17.50 for the D.C. type. 
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Zim gasoline gage for Fords | 

















New Farwell Safety Road Light 


Y means of a control rod on the steer- 

ing column the light from the Far- 
well Safety Road-Light can be directed 
ahead or to the side. When directed 
straight ahead it cannot be raised suf- 
fiently to dazzle the approaching drivers, 
but when swung to either side it can be 
raised or lowered as desired so that road 
signs and house numbers can be read. 
It has a concave lens and universal focus 
and the control rods pass under the 
hood to the steering column. The Far- 
well Mfg. Co., 1702 Summit St., Toledo, 
O., states that special tools are not re- 
quired for the installation and it can be 
quickly attached by any service man. 
Price $12.50. 


Zim Gasoline Gage 


IM Manufacturing Company, 3047 

Carroll avenue, Chicago, has placed 
on the market a simple and yet effective 
dash gasoline gage for new model Fords 
with the gasoline tank situated under the 
cowl. The main elements of this device 
consist of an adapter which takes the 
place of the Ford filler cap, a float, a 
dash indicator and a flexible shaft which 
is used in the hook-up. Any mechanic 
can make the installation swiftly and 
easily. The makers declare this gage 


will render highly satisfactory service 
and answer fully the wants of the owner 
of the Ford model for which the gage 
is made. 








New Farwell safety road light controlled 
from steering wheel 
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Fitting Piston Pins in 
Aluminum Pistons 


Q.—Can you furnish me the following 
information? Where can I get DeLuxe 
light weight cast iron pistons? Do you 
think that they are more suitable for 
Willys Knight motor model 20-A than 
the solid skirt aluminum alloy pistons 
that are now in it? I have a piston 
slap or some dull Knock and cannot figure 
where else it can be. I put in new piston 
pins at 4,000 miles and they were pretty 
loose. I now have 7,600 miles on the car. 
I also put in new inner rings at the same 
time. It has been suggested to me that 
I might have a dead piston, one that has 
lost its power to expand and contract 
that is causing my trouble. Is it possible 
for aluminum pistons to become dead so 
that they will remain the same size when 
hot or cold? It seems as though it makes 
no difference how tight the piston pins 
in aluminum pistons for Knight motors 
are fitted, they become loose when the 
piston is hot. Do you think new rings 
on the pistons that are now in the motor 
would overcome the slap in case that 
is What itis? This noise seems to change, 
at times it is a very dull sort of thump 
and at other times it is a more metallic 
sound. I have taken Moror Ace about 
three years and the Reader’s Clearing 
House interests me most.—E. A. Rolison, 
LaPlata, Missouri. 

We do not believe that such a thing 
as a dead piston as you have described it 
is a possibility. If it were possible to 
get aluminum or any other metal to be- 
come dead as you call it, it would be 
the most valuable engineering achieve- 
ment that has been made for some time. 
It is due to the fact that all metals ex- 
pand more or less that we have to allow 
clearance to prevent pistons seizing in 
the cylinder. It is also for this rea- 
son that we have to allow more clearance 
at the top of the piston where the great- 
est temperature is obtained. It is con- 
trary to the policy of Motor AcE to 
recommend or condemn any article of 
automotive equipment and we cannot 
give an opinion in regard to the type of 
piston you should use. However, the 
recommendation for fitting piston pins 
would doubtless overcome the trouble 
you described, for the expansion in the 
aluminum is such that the pins must be 
much more tightly fitted than is normally 
the case. A method for properly testing 
the piston fit was described by means 
of an illustration on page 45 of the May 
22nd, 1924, issue of Moror AcE and as 
you doubtlessly keep a file of Motor AGE 
you can refer to this issue. The test 
described at that time showed a spring 
balance used to exert a pull at the crank- 
Shaft end of the connecting rod while 
the piston was held in a vise. A 6 lb. 
bull should be obtained before the con- 
hecting rod should be pulled to one side. 
This means that the piston pin is quite 
light in the piston. Of course when the 
piston is hot this condition is quite dif- 
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ferent, but the tightness is necessary 
cold in order to prevent excessive loose- 
ness under operating conditions. On 
aluminum pistons which have the bronze 
brushings the piston pin is fitted in the 
conventional manner. Loose piston pins 
in the Willys Knight engines cause a 
dull thump such as you describe. 
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Oil Must Burn or Leak 
From Engine 


Q.—We have a 1925 Dodge roadster 
driven about 5600 miles. It consumes 
about a half gallon of oil for every five 
gallons of gas burned. We have been 
unable to find a leak. The car has been 
drfven slowly and the oil does not seem to 
work up into the combustion chamber, as 
the engine hits evenly and there is no 
carbon. The plugs are also in good con- 
dition and the compression of the engine 
is O. K. Do you think the trouble is in 
the pistons and rings and if so please 
recommend the best for replacement.— 
S. A. Gugenheim, Marion, Ky. 

The mileage the car has operated is 
not always a criterion of the wear which 
has taken place. It is possible for an 
inexperienced driver, using the choke 
excessively to cause the oil to be washed 
from the cylinder walls to such an extent 
that rapid wear will take place. Accord- 
ingly the first thing to do would be to 
check up the cylinders to see whether 
they are worn eccentric or tapered. You 
may find at the bottom of the stroke that 
the diameter of the cylinder is .005 in. or 
006 in. smaller than at the top. If such 
is the case the cylinders should be trued 
up by any good method and new pistons 
and rings installed. There should be 
an oil control ring of some sort used 
in the lower groove. Eight or ten % in. 
holes should be drilled in the lower ring 
groove and a ring used which permits oil 
to get to the back of the groove. There 
are a number of these on the market 
which would give satisfactory service. 

Before doing this work it might be well 
to remove the oil pan and inspect the 
long pipe which runs the length of the 
crankcase and has holes in it which per- 
mit oil to flow to the four troughs into 
which the connecting rods dip. Some- 
times this pipe gets turned the wrong 
way so that the oil is forced directly 
onto the rods instead of down or toward 
the side of the crankcase. Under such 
circumstances too much oil will get into 
the combustion chamber. Even with the 
spark plugs in fairly good condition it 
is possible that too much oil works up 
past the piston. You may be using a 
proper grade of oil which burns freely 
without leaving very much soot. 
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SPECIAL GEARS FOR HUDSON 


Q.—Would like you to advise where I 
can obtain a 3% to 1 or 3% to 1 gear 
ratio for a Hudson, 1925 model.—M. B 
McCoy, Auto Radiator & Welding Shop, 
14 E. Washington St., Sullivan, Ind. 

The lowest ratio you can get is 3 10/13 
to 1. Source of supply will be given by 
separate letter. 
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The principal fea- 
ture of this build- 
ing is that the floor 
| of the garage sec- 
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Use of Post Will Reduce 
Building Cost—But— 


Y.—Am enclosing a sketch of plot we 
intend to build on. It is our intention 
to build 50 by 200 ft. one story, using 
30 ft. of the front for a showroom. The 
oltice to be in a balcony. The ground is 
$ to 4 ft. above street level and cannot be 
conveniently leveled because of alley 
entrance from side being same height ana 
auiso the item of cost we fear would be 
too great. It will, we presume be neces- 
sary to arrange some way of sloping a 
drive into the showroom for cars, as we 
do not care to break up the show window 
space. 


While most every new garage in this 
locality has clear spans with no posts, we 
wonder whether it would not materially 
reduce building cost if some posts were 
used.—Coulson MacFarlane, Inc. 

We have designed a building for you 
using posts and also giving you an ar- 
rangement for trusses to support the 
roof, and while we agree with you that 
the building cost would be considerably 
less, if you use post construction instead 
of trusses, we would like to point out 
that your operating expenses would be 
greater and the flexibility and rearrang- 
ing possibilities would be greatly in- 
ferior if the posts are used. The chances 
are you will lose the money you save in 
a very short time through increased 
operating expenses and if you handle 
storage your storage capacity will be 
cut two or three cars and this alone 
would make up the difference in a very 
short time. 


Bringing the lot down to street level 
would not be necessary since you have 
plenty of space for driveways and an 
incline from the garage to showroom 
can easily be arranged. We have placed 
the building close to the north line how- 
ever, believing the 5 ft. space of no 
value; it would narrow the space up on 
the other side so that it would not be as 
useful as if it were given the whole 30 
ft. width. It is hard to handle cars in a 
25 ft. space where with a 30 ft. space 
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medium size cars may be handled very 
easily and even long ones with a little 
care. The storage space along the out- 
side wall of the building is too valuable 
to throw away. We have not shown a 
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plan for the balcony office, but suggest 
that it occupy the space between the 
second and third truss from the front and 
if this is done the lower space may be 
used for waiting room, toilets, etc. 





LEGAL QUESTIONS ANSWERED 


By Wellington Gustin 





COLLECTING REPAIR BILL IN 
KENTUCKY 


Q.—How can I collect for repairs and 
labor done on a car that has run for 
some. time. Will Kentucky state law 
allow garage to hold car for repairs and 
labor and how long, if the man still 
refuses to pay some. Please give me the 
law of Kentucky for collection on auto- 
mobile work.—Kentucky Reader. 

Kentucky has a liberal lien law favor- 
able to garagekeepers. Section 2739H-1 
of Carroll’s Kentucky Statutes gives a 
lien for the agreed charges, or if not 
agreed upon, for the reasonable charges, 
for repairs, work done, accessories or 
supplies furnished for or on machines, 
and for storing and keeping such ma- 
chines. The garagekeeper may retain 
and hold all cars in his possession on 
which he has performed services or work 
until the agreed or reasonable charges 
have been paid. 


Also, the garagekeeper can return such 
repaired car or cars on which he claims 
lien for service or storage, and still re- 
tain his lien; provided he asserts his 
lien within six months by filing a state- 
ment of his claim in the office of the 
county clerk. An extension of this time 
may be made by an agreement in writing 
signed by the parties. 

Where the garagekeeper retains pos- 
session of the car on which he has a 
lien, he may proceed to sell same, after 





ya 


the bill remains unpaid for thirty days; 
but the sale must be advertised for six 
days prior to the sale in some paper of 
general circulation in the town, city or 
county where the materials were fur- 
nished or labor performed on such motor 
vehicle. 

In cases where you do not preserve 
your lien for repairs, etc., you have avail- 
able for collection all the laws of general 
creditors to collect from their debtors. 
The right to sue on account is always 
open. 


Chilean Motorists Favor 
American Tires 
American tires are in high favor in 
Chile it is pointed out here by Everett 
G. Holt, chief of the rubber division of 
the Department of Commerce, who states 
that Chile’s imports increased more than 
100 per cent last year over 1924. Ex- 
ports of casings increased in value from 
$180,584 in 1924 to $370,618 last year, 
while there was an increase in tubes of 
80 per cent, or from $16,177 to $29,187. 
Chief Holt observes that inasmuch as 
the United States held a dominant posi- 
tion in supplying the Chilean demand for 
tires and tubes in 1924 that the increased 
exports indicate that the American hold 
on this market has tightened. 
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Answers to Readers’ Questions 














Hudson Troubleshooters 
Lend a Hand 


Q.—We have a Hudson coach No. 431119 
which has been driven to date about 7000 
miles. This car has always had a miser- 
able slap in the valves that we have been 
unable to eliminate. We have cracked 
some pretty hard nuts but this one is too 
much for us. In trying to eliminate this 
condition we have done the following 
things at various times: Made and in- 
stalled case hardened and ground tappets 
.005 in. oversize, fitted to tappet guides 
by reaming to less than .0015 in. clearance, 
roller pins press fit in the tappets, in- 
stalled new valve stem guides and new 
valves, installed the Hoof Textoil tappet 
screws, fitted oversize valves and reamed 
the guides for .002 in. clearance with 
reamer especially made, and faced the 
lower end of the valve stem, giving it a 
square face about 11/32 in. diameter. 
After: doing each of these things the 
trouble was apparently remedied but after 
from 200 to 300 miles and sometimes less 
the same slap and clatter came back. 
Aside from this trouble the connecting 
rods in this car have been straightened 
twice to eliminate other knocks. This car 
is not driven hard and rarely ever is 
driven faster.than 40 miles per hour. 
The local Hudson service station tells me 
that this valve slap cannot be eliminated. 
This I do not choose to believe and 
furthermore will state that if I can dis- 
cover what causes it, the condition can 
be overcome. Do you have any sugges- 
tions to offer?—Foster D. Shaver, 1239 
Summit street, Toledo, Ohio. 


We are indebted to the local Hudson 
service station superintendent for the 
only suggestions we have to offer. These 
are that the engine has one or more 
valves which are sticking slightly, pos- 
sibly combined with valve _ springs 
which are a little weak. In doing the 
work you mentioned it was doubtless 
necessary to remove the valves and in 
doing this you probably cleaned them 
off a little bit so that after they were 
replaced the operation was good until 
they started to stick again. The same 
thing happened when you made the other 
changes mentioned in your letter. We 
would accordingly suggest your taking 
the valves out and inspecting the stems 
and possibly smoothing ‘them up with 
emery cloth and then replacing again, 
but without oiling them, as the oil has 
a tendency to gum due to the heat and 
then produces sticking. It might also be 
well to install a new set of valve springs 
in accordance with the suggestion given 
to us. We would be glad to hear from 
you after you have tried out these sug- 
gestions and would also be interested in 
hearing from other Motor AGE readers. 


100 COLD, SAYS THE GASOLINE 


{.—One of our customers who drives a 
1917 Chalmers is having a great deal of 
trouble with the oil in his engine. The 
Sas leaks by the pistons so bad that it 
iS necessary for him to change his oil 
every few days. He has had split skirt 
Pistons and oil rings installed but they 
don’t seem to help any. He claims he 
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doesn’t have to choke his carburetor much 
to start the motor when it is cold and 
that he is very particular to shut the choke 
off as soon as the engine starts. The 
new pistons and ring were installed early 
this spring and he had no trouble with 
them until cold weather.—Elwell-Forbes 
Motor Company, Amenia, North Dakota. 

If the car is a 1917 model the trouble 
is due to the fact that the inlet manifold 
is not equipped with a hot spot. It is 
our understanding that the hot spot 
equipment that can be applied to 
this model is available direct from the 
Chrysler Motor Corporation, Detroit, 
Michigan. In case you cannot secure a 
hot spot for installation on the engine 
from the source mentioned communicate 
with us and we shall put you in touch 
with several firms who manufacture hot 
spot equipment that can be applied to 
the Chalmers engine. 
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That — — ‘Found Usefut 


A Rubber Band to Shut Off the Gasoline 


When burning out carbon it is desir- 
able to have the gasoline shut off and 
all possibility of flame popping back 
through the intake manifold eliminated. 
Where there is no shut off in the gaso- 
line line a. heavy rubber band can be 
used around the float chamber of the 
carburetor to hold the needle valve down. 
Then the engine can be run until it stops 
which will take all the gasoline out of 
the carburetor. The carbon burning 
operation can then be safely performed. 
—R. G. Dasse, 35 N. Union St., Burling- 
ton, Vt. 











Readers of Motor AGE are invited to 
submit ideas that they have found useful 
in doing some particular service job in the 
shop in a better or quicker way. For each 
one published $2.00 will be paid. When- 
ever possible the idea should be accom- 
panied by a sketch or diagram from which 
a drawing can be made. 


Maintenance Information 
on Flint 


Q.—Have you at any time published 
maintenance chart and instructions as to 
the servicing and adjusting of the big six 
Flint four wheel brakes? If so, please 
advise me what number of Motor AGE 
contained this information.—Indiana In- 
quirer, 

Maintenance information covering the 
adjustment of the big six Flint four 
wheel brakes has never been printed in 
Motor AcE. We have called on the local 
Flint maintenance organization and they 
state that up to date they have no fac- 
tory information or no instructions re- 
garding adjustment of the brakes. From 
what was learned verbally, however, it 
is apparent that adjustment is made on 
the front wheel brakes by means of 
changing the location of the front wheel 
brake operating arms directly behind the 
axle king bolt. The arms are equipped with 
a clamp mounting, the bolt of which 
can be loosened to adjust the clearance 
between the band and brake drum. The 
other point to be watched is that the 
equalizers which are normally filled with 
grease are not leaking and that all link- 
ages are well lubricated and free. When 
information is received from the Flint 
Company on this subject we will print 
same in Motor AcE and forward a copy to. 


you. 
Q.—What make of vibration damper is 
used on the Flint six and where located? 


The Flint six uses a Lanchester vibra- 
tion damper which is mounted at the 
front end of the flywheel. 


Q.—Is a thermostat used on the Flint 
six? 


Yes. 


ee 


TIMING RICKENBACKER VALVES 

Q.—Please tell me how to time the 
valves on a 1925 six cylinder Ricken- 
backer, car No. D44743. I have the motor 
apart and there are no marks on the 
chains or gears and would like to know 
how to put it back and know that it is 
right, before I put it back in the car. Do 
not publish name in Motor Ace.—A Ford 
Dealer. 

The inlet valves should begin to open 
exactly on top dead center and the ex- 
haust valves should close 5 deg. after 
top dead center. You can accordingly 
turn the engine in the normal direction 
until the No. 1 piston is exactly on upper 
dead center and then turn the camshaft 
in the normal running direction until the 
inlet valve for the No. 1 cylinder is just 
ready to open. The sprocket can be 
held in this position while the chain is 
applied. A method sometimes used of 
holding the spockets in the right posi- 
tion is to use a block of wood which 
just barely fits in between them and jams 
the sprockets so that neither the crank- 
shaft nor the camshaft can turn. The 
valve tappet clearance with engine hot 
should be .008 in. on both valves. 
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How the 4 Sided Cam 
Makes 8 Sparks 


Q.—In the V type 8 cylinder engines 
dual type ignition using two sets of 
breaker points is a matter of convenience 
and probably more reliable, using less 
and shorter wiring. In the straight eight 
engines, however, I cannot see the ad- 
vantage. Please give some information 
and show the hook-up of this particular 
type on straight eight engines.—R. H. 
Reed, Heaton, N. D. 


The difficulty with the eight cylinder 
engine which today operates at very high 
speed is due to the fact that there is 
not sufficient time available to produce 
sparks. This is true of the V and 
straight 8. The ignition coil contains 
an iron core and consequently is a mag- 
netic circuit. For this reason when the 
interrupter points close the current does 
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Time of contact’ slight with eight 
point cam 


not immediately build up, but requires 
a small fraction of a second. It might 
be interesting to take the case of an 
eight cylinder car now in production 
which produces 72 h.p. at 2950 r.p.m. 
This car has a gear ratio of 51 to 10 
and uses 32 in tires. If we figure this 
out we will find that the car is doing 
55 m.p.h. at 2950 r.p.m. of the engine. 
The car is probably capable of speeds in 
excess of 70 m.p.h., however, and we 
will accordingly take 70 m.p.h. as a speed 
at which satisfactory ignition must be 
obtained. This means the engine is turn- 
ing over 3750 r.p.m. We know that the 
ignition shaft turns half engine speed so 
it will be turning 1875 r.pm. or 31.25 
revolutions per second. If we used an 
eight sided cam we have only % of the 
camshaft revolution in which to produce 
a spark. | 
Accordingly it would take a fraction 
which has one above the line and the 
figure 31.25 below the line. We then take 
¥% of that fraction, thus calculating that 
we have only an allowance of 1/250 of 
a second in which to produce a single 
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spark. We will now refer to the illus- 
tration which shows the eight sided cam 
and one pair of interrupter contacts. 
The interrupter: contacts cannot be to- 
gether for the whole period represented 
by 1/250 of a second or by an angle of 
45 deg. for they must open part of the 
time to produce the spark. After they 
have opened they cannot instantaneously 
close for there must be some width at 
the point of the cam and also some 
width to the fibre bumper on the inter- 
rupter lever. If we tried to use a razor 
edge cam and a razor edge piece of fibre, 
they would not stand up for any length 
of time. We must consider that at high 
speeds the interrupter lever when sud- 
denly opened tends to fly up so that the 
points stay open for an instant due to 
the inertia or weight of the lever. 

This means that there is a considerable 
period of time during which the points 
are open, so that with 45 deg. angle 
available, we can have an angle of con- 
tact of about 27 deg. so that instead of 
getting the full 1/250 of a second time 
we have only 27/45 of that time. Even 
when two pairs of contacts are used with 
an eight cylinder cam the condition is not 
greatly improved, except that if one pair 
of points tend to bounce the other pair 
of points may be making contact, so that 
none of the available time is lost. 


We will now refer to the other illustra- 
tion which explains a recent development 
where two levers are used with a four 
cylinder cam. These levers are both 
grounded and the contacts against which 


* they operate are both connected together 


electrically and are also connected to the 
ignition coil. In the illustration shown 
contacts A are touching each other, so that 
current from the coil is flowing through 
them to ground. Contacts B are open. 
As the cam rotates to the left or counter- 
clockwise the next bit of rotation will 
open contacts A and produce a spark. 
However, two or three degrees later con- 
tacts B will close for arm C has been 
riding on top of the cam and as the 
cam rotates it has been sliding down 
over the point of the cam preparatory to 
closing contacts B. With this construc- 
tion we do not care whether lever A 
flies up in the air and stays awhile or not. 
Lever A has nearly 45 deg. of rotation 
in which to settle back and be ready to 
close the points when contacts B sepa- 
rate. In this way we get an effectual 
angle of contact of about 42 or 43 deg. 
instead of 27 deg. or about 50 per cent 
more time of contact. 


Misalignment Breaks Hose 
Coupling 


Q.—Can you tell me what is wrong 
with an Essex six generator. We are not 
able to keep a rubber hose on the gen- 
erator drive. We have set the charging 
rate at 10 amperes, have good brushes, 
put on extra heavy hose and it only lasts 
about one or two hours. It seems that 
the generator builds up too much resist- 
ance in some way and the hose connection 
is strained too much and soon breaks. 
We have installed a cutout but this does 
not help.—L. R. Kanipe, Old Fort, N. C. 

We understand that this trouble is due 
to the generator not being accurately 
aligned. Would suggest removing the 
hose coupling and checking up with a 
straight edge the alignment of the gen- 
erator shaft and the shaft with which it 
is connected. You may have to slightly 
alter the location of the generator to 
properly line up the shaft. After this 
work has been done use an ordinary hose 
coupling and it should stand up and 
operate properly for a long period of 
time. 
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Longer time of contact is obtained with 
double arm construction 
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ADJUSTING STAR IGNITION 

Q.—Regarding the setting of the dis- 
tributer on a Star 1925 four cylinder car, 
is there any way to get a finer setting 
than by changing the timing one tooth, 
where the gear on the distributer shaft 
meshes with the gear on the generator 
shaft? This distributer has no screw in 
the center of the rotor shaft as on a 


Delco.—Alec Leonard, 329 N. 23rd Ave., 
Duluth, Minn. 


A somewhat finer adjustment may be 
had by changing the length of the spark 
advance rod which connects to the dis- 
tributer. This is done by disconnecting 


the rod and turning the yoke end at one 
end of the rod. 
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Answers to Readers’ 





Straightening the Ford 


Crankcase 


We now have the final chapter of the 
Ford mystery story to give to Motor AGE 
readers. The first installment told of 
trouble experienced by Harry D. Jones 
of Freeman, Wash., where after doing a 
very thorough job on main bearings, he 
still had a main bearing knock. The 
second chapter of our story revealed how 
Mr. Charles H. Conklin of Long Beach, 
Calif., had come to the rescue and had 
explained that a bent crankcase would 
cause this condition. We now have sev- 
eral contributions from Motor AGE read- 
ers telling of various causes for bent 
crankcases. 

Mr. K. E. Ginder of Eads, Colo., says 











Questions 








—_— 


gests a number of causes and also a 
method of straightening which is shown 
in the illustration. He says he rarely 
works on a Ford engine that he does 
not find the crankcase needs some at- 
tention. He attributes some of this to 
the strain received in average service 
on account of the radius rod construc- 
tion and attributes other trouble to col- 
lision as previously mentioned by an- 
other reader. 


His remedy is to assemble the cylinder 
block on the crankcase and bolt it down 
as if ready to assemble the complete en- 
gine. Have the crankcase resting on a 
dolly or have it mounted in a stand of 
some sort. Have the transmission cover 
off. Then use a block of wood and strike 
the block with a heavy hammer. The 
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Reader’s method of straightening Ford crankcase 


he figured a hard jolt against the front 
axle would bend the crankcase on ac- 
count of the fact that the axle and crank- 
case are connected by the wishbone. He 
further adds that he has straightened sev- 
eral cases by using a welding torch and a 
Straight edge. Mr. S. A. M. Cooper of 
Cooper & Woolley Garage, Burkburnett, 
Texas, says that a jerk backward at the 
rear axle as might be experienced in pull- 
ing other cars would cause this condi- 
tion. Another cause which he gives is 
hitting a deep ditch while the engine is 
hot pulling. 

Mr. Albert M. Alexander of Moberly, 
Mo., says that backing up so that one 
Wheel strikes hard against the curb stone 
Or enbankment will cause this condition. 
He also says that a collision which is 
a blow on the front frame member will 
do the same thing. He also mentioned 
the front wheels striking an obstruction. 
He advises straightening the crankcase 
in every job before assembling the en- 
gine. Mr. George Bradford, 526 River- 
view Ave., Grand Rapids, Mich., sug- 


July 1, 1926 


crankcase can be bent by hammering 
either up or down or sideways at this 
point until the ball cap will slide on in 
such a position that the cap screws may 
be put in place with the fingers. This 
assures having the proper alignment. 
Mr. Bradford also claims that it is pos- 
sible to use this straightening method 
while the engine and crankcase are still 
in the car. 


MYSTERY SOLUTION FROM AFRICA 

Q.—With reference to “Mystery Tale: 
Engine absolutely O. K. but misses” in 
the Reader’s Clearing House of Motor AcE 
dated Jan. 28, 1926, by Chicago Mechanic, 
want to make a guess at what was wrong 
with that six cylinder engine. The ex- 
haust line must have been stopped some- 
where. I1 think all Chicago Mechanic did 
was to clean the whole exhaust line in- 
cluding the muffler. Let me know 
whether I am right.—M. C. Van Sandwyk, 
Atkinson’s Motor Garages, Ltd., Bloemfon- 
tein, South Africa. 


You are perfectly right and not only 
that but you are the only Motor AGE 
reader as far as we recall to turn in 
the correct answer. 


Table of Engine R.P.M. 
Wanted 


Q.—In your magazine you publish very 
valuable tables or charts showing almost 
everything about motors and car specifi- 
cations. We would like to get a chart 
showing how many times different motors 
must turn, in high gear, going one mile. 
That would be very valuable information. 
—QO. L. Anderson, Cloquet, Minn. 

If we knew that this was very valuable 
information we could at some time pre- 
pare such a chart. We do not see exactly 
how you would apply this in your busi- 
ness however, although it might be in- 
teresting just from a curiosity stand- 
point. If you wish to figure this you can 
do it from the specification tables in 
Motor AcE which give the gear ratio and 
diameter of the rear wheel. To find the 
number of times the engine turns over 
going one mile in high gear multiply 
20,160 by the gear ratio and then divide 
by the diameter of the rear wheel in 
inches. This figure is also the engine 
R.P.M. when the car is going 60 miles an 
hour. 


1926 CHANDLER CHAIN ADJUSTMENT 


Q.—Can you show how the timing chain 
is adjusted on a 1926 Chandler? I under- 
stand there is a simple adjustment of 
some sort, but I do not Know just where 
it is or which way to turn it.—Oregon 
Jim. 

The adjustment is at the right side 
of the engine at the front of the pump 
shaft or just in back of the timing gear 
housing. Referring to the illustration 
it is necessary to remove the lock screw 
and lock plate (A). Then loosen the 
large lock nut (B) and turn the adjust- 
ing plate (C) to the right, in order to 
tighten the chain and to the left to loosen 
it. The proper tension can be determined 
by rocking the water pump shaft by 
hand. There should be less than yz in. 
movement at the circumference of the 
shaft. Do not have the adjustment too 
tight. If the chain makes a noise after 


being adjusted it is probably too tight 
and should be backed off a slight amount. 





This construction makes chain adjust- 
ment easy 


31 








Survey Reveals Statistical Picture 
of ‘Trade Conditions in St. Louis 


Seventy-Eight Per Cent Operate Service Stations on Flat Rate Basis— 
Majority Rebuild or Repair All Used Cars Before 


OR the information of advertisers, 

automobile manufacturers and others 

interested in the motor car field in 
St. Louis, the Post-Dispatch conducted an 
intensive survey among automobile deal- 
ers of that city to ascertain general con- 
ditions in the trade and learn how auto- 
mobile dealers conduct their business. 


There were ¥07 dealers interrogated 
by field men sent out by the newspaper 
armed with a questionnaire which listed 
18 questions, eight pertaining to the new 
car business and ten to’ the used car 
end of the trade. To assure the accuracy 
of the field calls ten per cent of each 
field man’s calls, selected at random, were 
gone over again by a second representa- 
tive. 


As a result of the survey the follow- 
ing facts in relation to the St. Louis 
automobile market stand out: 


1. The great majority of St. Louis au- 
tomobile dealers sell more than 50 per 
cent of their new cars on the deferred 
payment plan. 


2. Ninety-three per cent of the St. 
Louis automobile distributors and deal- 
ers are intensely interested only in the 
small restricted «district immediately 
surrounding the city. 


3. The practice of operating service 
stations on a flat rate basis is becoming 
more general in St. Louis. 


4. Added significance attaches to the 
used car situation by the increase in the 
number of used cars which figure in 
sales of new automobiles. 


5. All new car dealers, except Ford 
agents, accept cars of other makes on 
trade-ins. 


6. The large majority of dealers have 
their used car department in the same 
building with the new car department. 


7. That the credit policy pursued gen- 
erally is sound is indicated by the few 
used cars obtained through reposses- 
sions. 


8. Low new prices on many popular 
price cars and excessive trade-in allow- 
ances are serious handicaps in the sale 
of used cars. 


9. Newspaper advertising, putting the 
used car in good condition and a reason- 
able price were found to be the most im- 
portant factors in selling used cars 
quickly and at a profit. 


Robert E. Lee, manager of the St. 
Louis Auto Dealers’ Association, compli- 
mented the Post-Dispatch Research De- 
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Offering Them for Sale 
By W. J. McGOOGAN 








FACTS ABOUT USED CARS 


Sixty St. Louis dealers say it 
costs them less than 19 per cent 
to sell a used car. 

Twenty-five St. Louis dealers 
find it costs them from 20 to 35 
per cent to sell a used car. 

Sixty-seven said it takes from 
30 to 90 days to market used 
ear, 14 that it takes from 12 
days to four weeks, and four 
that it takes more than 18 
weeks. 

The foregoing are some of the 
interesting facts brought out in 
a trade survey recently made by 
a St. Louis newspaper. Many 
other findings of this survey will 
be found in the accompanying 
article. 




















partment for furnishing the figures on 
the St. Louis automobile market. 


Some of the questions asked and the 
replies are given here. In some few in- 
stances one or more dealers declined to 
answer certain questions. 


What per cent of your new ear sales 
are made on the deferred payment plan? 


Forty nine dealers said 80 to 100 per 
cent; 44 said 50 to 79 per cent; 13 said 
less than 49 per cent. 

Of 22 Ford dealers replying 4 said 80 
to 100 per cent; 17, 50 to 79 per cent; 
1 less than 49 per cent. 


What per cent of new car sales carry 
a trade-in? 


Fifty-eight replied 80 to 100 per cent; 
40 said 50 to 79 per cent; 8, less than 
49 per cent. 


Of 22 Ford dealers two said from 80 


to 100 per cent; 13 from 50 to 79 per 
cent; 7, less than 49 per cent. 


Do you accept cars of other makes on 
trade-ins? 

EKighty-three replied they accepted cars 
of other makes. 


Twenty-three Ford dealers will not ac- 
cept cars of other makes. 

Three dealers said they preferred to 
take in only those makes they handle 
and will take in other makes only under 
certain conditions. 


Do you operate your service station on 
a flat-rate basis. 


Kighty-two of the dealers do so oper- 


ate their service station; 15 have no fixed 
rate; 8 said they operate their service 
stations on both time-service and flat 
rate bases; one dealer does not operate 
a service station. 


Answering a question as to the extent 
of repossessions 71 dealers said none of 
their sales result in repossessions; 34 
dealers said that less than 5 per cent 
of their sales result in repossessions. 


Answering a question relating to the 
trade in ratio 77 dealers said that 80 


to 100 per cent of their used cars are 


obtained through trade-ins; 27 dealers 
said from 50 to 79 per cent of their used 
cars are so obtained. 

Other interesting facts developed were 
as follows: 


Sixty-one dealers said that less than 
49 per cent of their used cars are ob- 
tained by trade-ins on used cars of 


higher price; 37 dealers said they do not. 


take in low priced used cars in part 
payment for used cars of higher price; 
5 dealers said they obtain from 50 to 
79 per cent of their used cars by trade- 
ins on used cars of a higher price. 

Sixty dealers said it costs them less 
than 19 per cent to sell a used car; 25 
dealers said it costs them from 20 to 
35 per cent tc sell a used car. Twenty- 
two were unable to give definite answers 
on this subject. 

Answering a question as to the aver- 
age time it takes to market a used car 
67 dealers said 30 to 90 days; 17 dealers 
refused to answer; 14-dealers said 12 
days to 4 weeks; 5 dealers said up to 
10 days; 4 dealers, more than 13 weeks. 

“What terms are acceptable on used 
cars?” was a question. 

Forty-nine dealers answered 40 per 
cent down, balance in 10 months; 35 
dealers, 40 per cent down, balance 12 
months; 6 dealers, 331/3 per cent down, 
balance 10 months; 5 dealers, 331/3 per 
cen down, balance 12 months; 2 dealers, 
50 per cent down, balance 10 or 12 
months; one dealer said he did not ac- 
cept terms o nused cars explaining that 
his used car business is done on a 
strictly cash basis; one dealer asked a 
down payment of 40 per cent on cars 
manufactured during or previous. to 
1923; one dealer, 40 per cent down, bal- 
ance 6 or 8 months; one dealer, 30 per 
cent down, balance 6 to 9 months; one 
dealer, 25 per cent down, no definite time 


(Continued on page 34) 
Motor Age 


sae ERY Baas vb 
Gi... op Ae 








fixed 
‘vice 

flat 
srate 


‘tent 
ie of 


cent 

ns. 

| the 

t 80 
are 

1lers 

used 


per 
3s 635 
‘e 12 
low nl, 
3 per 
alers, 
r 12 
t ac- 
- that 
on a 
red a 

cars 
s. to 
, bal- 
0 per 
> one 


time 


Age 


. han OR a i ce 








NEW ITEMS FOR USE IN SHOP 


Protex Portable Lamp 


Equipped with an insulated holder as 
a protection against shocks the Protex 
Portable Lamp, a product of the Daniel 
Woodhead Company, Chicago, is recom- 
mended by the makers for its practical 
utility in the garage. 
made of rubber compound and is said to 
afford complete electrical protection. 
This handle covers the lamp socket and 
terminals with proper spacing allowed 
for joints. A seat also is provided in- 
side the handle which acts as a cord grip, 
thus removing all strain from socket and 
terminals. Being of pliant rubber the 
handle serves to protect the lamp bulb 
in the event of jolts that might break 
the filament or the glass. The cord is of 
heavy duty type without braid and will 
withstand hard usage. The plug has a 
cord grip which prevents the wires from 
breaking or pulling away from their con- 
tacts. There is a wire guard with hook 
which takes lamps up to and including 
60 watts. Complete with hook the Pro- 
tex PGHL lists at $3.40. There are other 
listings which the makers will furnish. 


Speclight 


As shown in the illustration the 
“Speclight,” made by the Comprex Oscil- 
lator Corporation, 773 E. 143rd Street, 
New York City, consists of a frame, a 
lamp and a battery. The outfit also in- 
cludes a container. This device is of 








The handle is 
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Billmont Master Wrench set 


Model 12 Ajax Jack 
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big help when working on a car in the 
dark as it throws the light directly upon 
the work. The battery is placed in the 
worker’s pocket. The lamp’s added 
weight to the spectacles is so slight it 
is barely noticeable. The light may be 
switched off by throwing up the bulb and 
its rays always follow the line of vision. 
With the “Speclight,” the makers say, 
the garageman may work with both 
hands free and get into many difficult 
places requiring close observations. 
Price for frame, light, battery and con- 
tainer, $5. 


Master Wrench Set 


The Billmont Master Wrench has been 
purchased from the Edgar C. Guthard 
Co., and hereafter will be manufactured 


‘and sold by the Chicago Tool and Kit 


Manufacturing Co., 160 Whiting Street, 
Chicago. The master wrench is made of 
fine steel and is nickeled and Parkerized. 
It is being sold singly or in combination 
with a number of sockets, the most 
popular set being the new one illustrated. 
This set has 24 sockets and master 
wrench in hardwood box. It sells for 
$20.50. A hook at the end of the master 
wrench is operated by an enclosed uni- 
versal joint so that it will slip over nuts 
in places hard to get to. The sliding 
handle permits a free and complete turn 
on the nut. 


Ajax Model 12 Tip-Over Head Jack 


The No. 12 Ajax jack made by the Ajax 
Auto Parts Co., Racine, Wis., has been 
designed to fit the 1926 Ford—with either 
balloon or standard tires, and is of the 
correct height and lift to serve other 
light-weight cars, Chevrolet, Overland, 
Star, Gray, etc. 


Starting height is 8% in. and with 
the tip-over head in place, 104%, in. The 
The lift is 5% in. List price $1.25. 


Velvet Oil Klarifyor 


Equipment for economic and profitable 
reclamation of crankcase oil has been 
developed by the Wiederhold Company, 
3917 Bellvue avenue, Detroit. This prod- 
uct goes under the name of the Velvet 
Oil Klarifyor. The company has applied 
for patents on special chemical prepara- 
tions with which the packing media of 
the two filters used in the machine are 
impregnated. The machine and filter 
compounds are inventions of Peter Wie- 
derhold, president of the company. 

The chief function of the chemicals 
is removal from the oil of floating or 
collodial carbons for which they have 
affinity. Oils of little or no lubricating 
value are driven off by distillation 
through electrical heat while water and 
sludge are removed by gravity. The ma- 
chine has a capacity of 2.5 gallons of 
reclaimed oil per hour at an average 
cost of 8.5 per gallon. From a given 
quantity of crankcase oil it is said it 
will reclaim 75 per cent of engine oil 
which has a minimum viscosity of 300, 
in addition to reclaiming a high grade of 
light oil for use as fuel oil or lubricant 
for such devices as typewriters, fire 
arms, etc. Approximately one gallon of 
this oil distillate is said to be obtained 
from every 20 gallons of crankcase oil. 
The quantity of the reclaimed product 
may vary slightly with different grades 
of crankcase oil but the quality is uni- 
form, Mr. Wiederhold declares. 





























Phantom rear view (left) and front view of Velvet 
Klarifyor 





The Speclight outfit 


Protex Portable Lamp 
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Show Window Camp Scenes Help Dealers Get 
Big Tourist Trade 


(Continued from page 11) 


are productive of a bigger volume of business from the 
motor camper. 

What Keller Brothers, Pasadena, California, did was 
to center the interest at the foreground, at the middle 
of which a large, bell-shaped tent of the latest design 
was in readiness for the tourist making an overnight 
halt, with a blanket spread cot and camp chairs to ensure 
his comfort. Hung over the open doorway was a storm 
lantern, lighted at night. To the right side of the tent 
was a touring car; while to the left of the tent, a camp 
table, stove and other equipment was in evidence. 

At night the illusion of sunset was realistically con- 
veyed by golden yellow shade reflectors from the top fore- 
ground. 

The painted background depicted a scene in the high 
Sierras, with large pine branches, to serve as small trees, 
banked at the sides. Artificial grass mats were spread 
over the entire floor. 


Tourist Camp on a Miniature Scale 


Another equally popular summer car theme is the tour- 
ist camp. It takes a vast amount of space to do it justice, 
but there are two ways of overcoming space limitations: 

(1) to merely present a “flash” of a section of the camp. 
(2) To present the camp on a miniature scale. The lat- 
ter is possibly the more favored method, although it has 
the disadvantage of not being able to exhibit the latest 
ear model suitable for touring. This, however, is fre- 
quently overcome if there is another show window at the 
dealer’s disposal, with the car displayed on its lonesome. 

The tourist camp in the show window of the Southwest- 
ern Motor Appliance Corporation, Kansas City, Mo., rep- 
resented a tent city, with tiny tents set at irregular dis- 
tances about the grassy floor. A small gravel roadway 
cut through the middle of the camp. 

The miniature tourist camp trim gotten up by the 
O’Brien-Davis Motor Company, Fremont, Nebraska, was 
fringed by a toy railroad with an electric train running 
the length of the same. By the entrance of the camp 
was a diminutive filling station, with a gravel roadway 
splitting the camp into two equal parts, on the grassy 
sides of which were tents with toy cars parked outside. 


Even a lake was provided by the usual camouflage of a 
sheet of silvered mirror on the grass. 





Ten Commandments of Spokane 


Company’s Used Car Business 


Salesmen in the used car department of the Eldridge 
Buick company, Spokane, Wash., have long been instructed 
to use only the most ethical practices in selling cars but 
so that they will be reminded of their duty to their house 
and patrons “The Ten Commandments of Our Used Car 
Business” were posted conspicuously in the company’s 
building recently. 

These are the admonitions given Eldridge Buick em- 
ployes in its code. 

“To merchandise our used cars on an equitable basis 
of value received to both buyer and seller. 

“The market values are fixed according to buyer-de- 
mand, make, year of manufacture, model and condition of 
the car. 

“That in fairness to the owner, we shall be given every 
dollar the public will pay, less reconditioning and mer- 
chandising expense. 

“That the used car is worth on the market exactly what 
the public will pay for it. 

“That in protection to the next owner, all needed re- 
pairs be done—such repairs as indicated and deducted 
for it in the trade-in-allowance. This to insure the buyer 
against paying rebult-car price for a car in ‘as is’ con- 
dition. 

“That only genuine, authorized factory-made parts be 
used in the rebuilding operation. 

“That the selling price be based on northwest used car 
sales reports. This to guard against an under allowance 
to the original owner, or an excessive price to the pur- 
chase. 

“That only honest statements of representation be 
offered the buying public—believing that truth builds con- 
fidence and confidence builds business. 

“That the purchaser of a rebuilt car be given the same 
assurance of guaranteed performance as that enjoyed by 
the new car buyer. 


“That no transaction is completed until our clients are 
satisfied.” , 





Survey Reveals Statistical Pic- 
ture of Trade Conditions 


in St. Louis 
(Continued from page 32) 


$1000 or more. 


tradesmen. 


this answer was given by dealers of used 
cars whose original new-car cost was 


Seven dealers sell used cars chiefly to 


market. 
Thirty-seven dealers were of the opin- 
ion that the reputation of the company 


is an important factor in selling used 
cars. 
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for payment of balance; one dealer re- 
plied “terms according to my judgment 
of the risk.” 

On the question of guarantees 102 
dealers said they accept chattel mort- 
gages as guarantees on their used car 
sales; one dealer does a strictly -cash 
basis used car business... 

“Do you rebuild or repair your used 
ears before selling them?” was another 
question. 

Ninety-seven dealers replied yes; 6 
dealers, no; 4 dealers explained they re- 
build or repair used cars only of the 
make of new cars they handle. 

Fifty-eight dealers sell most used 
cars to skilled and semi-skilled labor, 
clerks, mechanics and salaried people 
generally. 

Thirty-nine dealers sell used cars to all 
clases of people. With three exceptions 
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Two dealers sell used cars chiefly to 
wealthy people and those above average 
in circumstances. These dealers handle 
exceptionally high-priced used cars. 

Two dealers sell used cars chiefly to 
used car dealers. These two dealers are 
among the largest in the city. 

One dealer sells used cars chiefly to 
farmers. 

On the point of aids to used car sell- 
ing 72 dealers pointed out that used cars 
sell best only when they are in good 
mechanical condition and present a fav- 
orable appearance. 

Forty-five dealers called on were 
strong in their praise of newspaper ad- 
vertising as an effective aid in selling 
used cars quickly. 

Forty-five dealers said that the selling 
price should be reasonable, especially in 
view of the present low prices on many 
popular price new cars now on the 


Seventeen dealers explained that good 
location with adequate display space as- 
sists greatly in the sale of the used cars. 


Ten dealers said that conservative buy- 
ing an dtrading-in so as not to increase 
unduly the re-sale price, undoubtedly 
would help considerably in stablizing 
the used car market. 


Nine dealers suggested that smaller 
down payments and more liberal credit 
terms might increase the sale of used 
cars. 

Three dealers said they have increased 
their used car sales by giving service 
on those that they sell. 


Two dealers were of the opinion that 
closer co-operation between dealer and 
factory, together with the elimination of 
internal competition would enable the 
dealer to sell his used cars quickly and 
at a profit. 


Motor Age 
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EDITORIAL, 


Give ’Em a Ride 


NVITING pedestrians to ride to town with him is 
] one of the devices used for prospect getting by a 

high batting salesman in Seattle. Many of these 
pedestrians are non-owners and sales to them are 
“clean”—without trade-ins. 

This is a practice that was more popular with sales- 
men of years ago than with those of today. Salesmen 
have followed the tendency of automobile drivers. gen- 
erally and simply don’t ask pedestrians to ride as often 
as formerly. Maybe the great increase in ownership 
has been responsible for this slump of courtesy. 

Anyhow, from the standpoint of the automobile 
salesmen it is a practice which is as good today as a 
lead producer as it ever was. 





Sale of a new car without subsequent sale of servicing 
is a job only partially done. 





“One of the Small Industries”’ 


NSWERING a question at the recent Automotive 

A Equipment Association convention, Whlliam L. 

Goodwin, operating vice president of the Society 

for Electrical Development, said that the organized and 

unified electrical industry of the country is spending ap- 

proximately $2,000,000 this year for the development of 
greater markets for electrical merchandise. 

‘“‘And we are one of the small industries of the country,” 
Mr. Goodwin added. 

It was evident that in the added statement Mr. Goodwin 
intended to call attention of the automotive industry’s 
position as the largest in the United ‘States and let the 
delegates draw whatever conclusions they would from the 
fact that had just been stated by one of the members that 
the association was spending $50,000 this year for mer- 
chandising promotion. 

There is vast difference between $50,000 and $2,000,000, 
but it must be remembered that Mr. Goodwin was speaking 
of the combined activities of all the local and national 
organizations in the electrical industry, whose work 
fortunately is co-ordinated, while the A. E. A. merchan- 
dising project is individual with that organization and 
does not include the sums spent by the many other na- 
tional, state and local groups in the industry. 

That the A. E. A. is awake to the possibilities of market 
development was shown, however, by the action of the 
convention at a later session in doubling the amount al- 
ready appropriated this year for merchandising develop- 
ment. Another $50,000 was added to like amount appro- 
priated at the November convention and the merchandising 
department was authorized to more than double the 
personnel engaged in this important work. 

The action was a tribute to the splendid work already 
done by the merchandising department under the direc- 
tion of Arthur R. Mogge. This department, which has 
been gradually expanding its activities and slowly but 
surely building up a great movement, has been holding 
meetings of wholesalers and retailers in many sections 
of the country and pointing out to them the vast possibili- 
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ties of expanding their sales of automotive merchandise. 

The elemental feature of this work is to show dealers 
and wholesalers (as well as manufacturers) how car 
owners and users may be caused to desire and purchase 
and use additional equipment and supplies. 

The job is largely the romantic one of making the pub- 
lic visualize the comfort, convenience, economy, safety and 
satisfaction that may be obtained through the use of more 
and better automotive equipment. 

That job accomplished the next thing is to supply the 
goods demanded by the public. 


Give them good service and their next new cars are 


half sold. 


A Field for Useful Service 


A NHERE is much to commend in the announcement 
of plans by the University of Michigan to offer 
students of that institution advantages of a special 

course in traffic and safety engineering. A good field 
for very useful service, at least, awaits the coming of 
many such men as this branch of the university would 
school in the fundamentals and practical principles of this 
timely subject. 

Many of our educational institutions have contributed 
to the country’s progress engineering talent which finds 
its way into a variety of avenues. Spots of traffic and 
safety science are touched but only spots and there is 
an urgent need for highly educated engineers who have 
specialized in universities along this line. 

Public highway authorities are such usually only to the 
extent of self-made capacity, with political fortune often 
being responsible for incumbency. When the universities 
begin producing graduates trained especially for this work 
this situation will begin to undergo a change, and for the 
better. Cities, states and the federal government, no 
doubt, would be able to place much of the university out- 
put. We hope a generation of college-trained highway 
and safety specialists will be developed in the not too 
dim and distant future. 





Reputation can’t get far in business without real character 
behind it. 





Sell Them Going and Coming 


HE period of America’s great automotive migra- 
tion is here. About July 1 the motor travel shows 
its big annual increase occasioned by the vacation 
season. This extraordinary movement over the high- 
ways of the country affords a great merchandising 
opportunity to the aggressive dealer. Great quantities 
of equipment and supplies for the motor vehicles must be 
purchased. Very few cars starting out for long or short 
highway journeys are equipped with all the articles 
needful for the safety, comfort and convenience of the 
occupants. The tradesman who suggests a useful bit of 
equipment frequently wins the warm thanks of the cus- 
tomer in addition to making a profitable sale. | 
But this above all—the dealer should treat the traveler 
from afar with all the fairness and courtesy that he 
shows his regular customers. 
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JUNE PRODUCTION IS EXPECTED 


Many of Largest Plants 
Closed for Inventories 


Several Factories Installing 
New Machinery—Recession 
Regarded Seasonal 


NEW YORK, June 30.—As a 
number of the largest plants have 
been partly or wholly closed down 
for inventory and machinery 
changes production of automobiles 
in the last two weeks has been at 
the lowest point for several months 
and it is expected that the figures 
will show a heavy decline from the 
May total. This recession is sea- 
sonal, however, and does not mean 
any serious slump in sales. 

Save for the accumulations of 
used ears, the industry this year 
has been following a sound and 
orderly course. The selling season 
was not disturbed by general price 
changes; the reductions or ad- 
vances that have been made were 
in the nature of readjustments that 
did not necessitate similar action 
by competitors. Similarly no new 
models were announced during the 
period of heaviest sales. Both fac- 
tors have helped to maintain pro- 
duction on an even and profitable 
basis. 

The prospect is for an advance 
in production in the next 20 or 30 
days which will be coupled with 
some unusually ‘interesting an- 
nouncements from the factories. 
Automobile leaders, both in the car 
and truck ends, see no reason for 
not expecting a satisfactory second 
half year. 


Moon Expands Exports 

ST. LOUIS, June 26.—The Moon export 
expansion program inaugurated some 
three months ago has to its credit the 
addition of 14 distinct distributors ac- 
cording to Michael Castro, assistant 
director of exports of the Moon Motor 
Car Company. 


Willys Profits Gain 

TOLEDO, June 26.—For May, Willys- 
Overland, Inc., reports net profit of $2,- 
531,839 after all charges, but before Fed- 
eral taxes, compared with $2,112,185 in 
April and making net for the first two 
months of the second quarter of the 
fiscal year $4,644,024. April and May 
profits were more than three times the 
total reported for the first three months 
of the current year when net was $1,233,- 
826. 

Murray Entérs Indianapolis 

INDIANAPOLIS, June 26.—The Murray 
Body Corporation of Detroit has leased 
Marmon plant No. 3 and will establish a 
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branch body factory here with 2,000 em- 
ployes, according to the announcement 
made here by Charles H. Widman, vice 
president of the Murray Body corpora- 
tion, and by President G. M. Williams 
of Marmon Motor Car Company. 
Takes British Agency 

HOBOKEN, N. J., June 26.—The Tri- 
plex Safety Glass Co. of North America, 
with a factory here, has just been incor- 
porated as North American representa- 
tive of British interests which produce 
a safety glass which does not fragment- 
ize when hit. A. L. Haskell, former vice- 
president of the General Motors Export 
Co., is president. 

Ford Cuts Canada Prices 

DETROIT, June 26.—Coincident with 
the drop in prices of Ford cars in the 
United States, prices in Canada were also 
reduced accordingly. The price cut was 
the second that Ddminion motorists have 
enjoyed in two days, the former one be- 
ing created with the lifting of the excise 
tax. 


New Machine Aids Fisk 

CHICOPEE FALLS, Mass., June 26.— 
At the Fisk Rubber Company plant the 
experimental engineering department has 
developed a tire making machine which 
wraps fabric on casings at the rate of 
90 tires an hour or 18 times faster than 
the rate of an expert tire maker. In 
tests made this week the new machine, 
designed and developed at the Chicopee 
Falls plant produced tires consistently 
at this rate. 


Reo Plans Vacation 

LANSING, Mich., June 26.—The Reo 
Motor Car Co. will shut down its shops 
from July 30 to Aug. 16 for the annual 
vacation period. Several years ago the 
company adopted the policy of letting as 
many go as possible for a two weeks’ 
period and the practice has been in 
force since. Only those necessary will 
remain at the plant. 


Stutz Re-Elect Officials 
INDIANAPOLIS, June 26.—Directors 
of Stutz Motor Car Co. of America, Inc., 
were re-elected at the annual meeting 
here. At the directors meeting immedi- 
ately following all officers of the com- 
pany were returned. 


Sefberling Sales Up 

AKRON, O., June 26.—Despite adverse 
conditions in the industry earlier in the 
year, the Seiberling Rubber Co. has 
forged steadily ahead, achieving new high 
records in tire sales and production. Of- 
ficials report a 40 per cent increase in 
sales during the first five months of this 
year over, the same period in 1925. Seib- 
erling sales for June are estimated at 
approximately $1,900,000. While earn- 
ings were somewhat lower during the 
first quarter of the year, the company is 
now making satisfactory profits. 


Kauffman Products Sold 

TOLEDO, June 26.—The development 
of the Kauffman Metal Products com- 
pany into a strong unit in the automotive 
industry is forecast in the sale of the 
plant to Louis H. Gould, local realtor, 
associated with C. O. Miniger in real 
estate operations here. The plant pur- 
chase and operation will be financed 
through the Ajax Investment company 
controlled by Mr. Miniger, who is presi- 
dent of the Electric Auto-Lite company. 

New Overland Seats 

DETROIT, June 26.—An improved 
seating arrangement incorporating two 
separate front chairs is employed on the 
Overland six standard sedan produced by 
Willys-Overland, Inc. In line with mak- 
ing for greater comfort, a new folding 
feature enables both front seats to tip 
further forward allowing more room for 
entering and leaving the car. 


Tyree Opens in Bloomington 

BLOOMINGTON, IIll., June 26.—The 
Tyree Auto Radiator Mfg. Co. announces 
the opening of a new manufacturing 
plant at Bloomington. The plant con- 
sists of seven acres of ground and a 
group of eight buildings, with a total 
manufacturing floor space of approxi- 
mately 66,000 square feet. 


Sells Stock to Employes 

DETROIT, June 26.—The Chrysler 
Corporation has adopted a _ preferred 
stock purchase plan for all employes 
of the company and its subsidiaries. Ap- 
proximately 15,000 persons are eligible 
to subscribe for stock in amounts up to 
50 shares, all of which receive cumula- 
tive annual dividends of $8, payable 
quarterly. Each employe may purchase as 
many shares, at $100 a share, as his salary 
from the organization permits by the 
payment of $81.12 per share over a three 
year period. All dividends during that 
time are credited to his account. He is 
also credited with a retention bonus of 
$1 per share each year. 


ee eee 


Canada Conditions Unfavorable 

TORONTO, June 26.—While the Cana- 
dian automobile plants should be able 
to continue in operation with the margin 
of protection still left them, there seems 
no doubt but that conditions will be less 
favorable, even when the reductions in 
the cost of parts are taken into account. 
Imports of manufactured cars may in- 
crease somewhat, but the Canadian man- 
ufacturers are doing their best to hold 
most of the business. 

Meanwhile the reductions in retail 
prices have not been great. The figures 
of production for April are deceiving. 
The tax reductions were announced on 
April 15, and some of the plants were 
shut down immediately, for a few days at 
least. Yet the government figures of 
production show a total of 19,943 pas- 
senger cars turned out in that month, 
this being the highest figure on record. 
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New Jordan Types 


CLEVELAND, June 26.—Jordan Motor 
Car Co. is offering two new body models 
on the “great-line-eight” chassis, an all- 
steel sedan and a two-door victoria, both 
listing at $2,495. These models, in sup- 
planting the previous brougham and 
sedan, represent price reductions of $80 
and $180 respectively. The five-passenger 
touring car listing at $2,275 is continued. 
These models will comprise the larger 
eight-cylinder line, the seven-passenger 
sedan having been discontinued and the 
seven-passenger touring model being 
built to order only. The models are 
finished in two-tone lacquer and offered 
in two separate color combinations. A 
steel trunk is included as regular equip- 
ment on the victoria. 





Chevrolet Output Gains 


DETROIT, June 26.—The Chevrolet 
Motor Co., during May, produced 74,617 
automobiles, breaking all its previous 
records. The production was 21,620 
greater than in May, 1925, when 52,997 
cars were built. Production for 1926, it 
is expected, will aggregate about 700,000 
units, compared with 519,060 cars, last 
year. Production for the first five 
months of 1926 totaled 307,332 cars, an 
increase of 102,444 over the same period 
of last year. 





Franklin Business Gains 


SYRACUSE, N. Y., June 26.—Sales 
Manager S. E. Ackerman has announced 
that the call for Franklin sedans ex- 
ceeded the company’s ability to ship, and 
that over-demand on other types was in 
sight. Franklin production to meet the 
situation has been accelerated. Franklin 
business steadily has jumped, total re- 
tail deliveries for the year, to date, be- 
ing ahead of total deliveries for the cor- 
responding period in 1925 which was 
Franklin’s greatest year. May ran far 
ahead of April and far ahead of May of 
last year. 


Eaton Buys Beans Spring 


CLEVELAND, June 26.—The purchase 
of the Beans Spring Company of Mas- 
sillon, O., by the Eaton Spring Corpora- 
tion, of Cleveland, is announced. dAc- 
cording to J. O. Eaton, chairman of the 
Eaton Axle & Spring Company, this 
makes the Eaton Spring Corporation the 
largest producer of automobile springs 
in the world, and a buyer of 10,000 to 
12,000 tons of steel monthly. 


Murray Plan Completed 


NEW YORK, June 26.—Important fea- 
tures of the Murray Body Corp. reor- 
ganization plan, proposed by the Invest- 
ment Bankers Reorganization Committee, 
have been virtually agreed to by the 
bank and merchandise creditor commit- 
tees. The plan contemplates the ex- 
change of the present preferred stock 
on the basis of one share and $35 cash 
for two shares of new common stock, 
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with the option of making no cash pay- 
ment and receiving three-fourths share 
of new common for each share of old 
preferred. The common stock is to be 
exchanged on the basis of one old share 
and $10 cash for one-half share of new 
common, with the option of making no 
cash payment and receiving new common 
at the rate of one-fifteenth of a share 
for each share of old stock. 





G. M., Ltd. to Expand 
HAMILTON, Ont., June 26.—The firm 
of Hutton and Soutter, architects, of this 
city has received a commission from the 
General Motors of Canada, Ltd., Oshawa, 
Ont., to prepare plans for a $500,000 ad- 
dition to its plant at Oshawa. 





Major Changes in Prices 
and Specifications 





May 21—June 20 





Chrysler  8s0. Price reductions 
ranging from $100 to $400 on all 
models. 

Diana. New roadster at $1995. 

Elear 4-55. Now using Lycoming 
CE 4-cylinder 3 11/16 x 5 engine 
instead of Lycoming CF 4-cylinder 
35 x 5. 

Elear 6-55. Now using Lycoming 
4SM engine 34% xx 4% engine in- 
stead of Lycoming S 3% x 4%. 

Essex. Price reduction of $54 on 
coach, 

Hudson. Price reductions ranging 
from $69 to $214. 

Jordan A. New victoria at $2495. 

Moon Series A. New roadster. 

Nash Special 6. 
$1225. 

Overland. New 4-cylinder model 
“96” line added. 

Peerless 6-80. 


New roadster at 


New coupe road- 
ster and sport sedan at $1565 and 
$1795, respectively. 

Rickenbacker E. Price reductions 
of $200 on coupe sedan and $100 on 
brougham and 5-passenger sedan. 

Star 4. New coupe. 

Willys Knight 70. New sedan at 
$1395. New coupe at $1395. 

Wills Ste. Claire. Price increase 
ranging from $50 to $300. 











Fisher to Get Flint Plant 


NEW YORK, June 26.—With reference 
to its contract with Flint Motor Co. to 
purchase, subject to approval by Flint 
stockholders, the Flint factory property 
in Flint, Mich., General Motors Corp. 
issues this statement: “General Motors 
has recognized for some time past the 
desirability from the standpoint of eco- 
nomical operation and better co-ordina- 
tion of manufacturing in Flint a sub- 
stantial part of the closed bodies re- 
quired by Buick and in the event that 
this purchase is finally consummated 


‘Fisher Body Corp. will use the property 


for that purpose. If the purchase is not 
consummated General Motors in all like- 
lihood will otherwise provide the neces- 
sary facilities in Flint to accomplish the 
same result.” 


Some Ford Plants Close 


NEW YORK, June 26.—Coincident with 
the announcement of reductions of $35 
to $50 in the prices of Ford models there 
were reports this week of the closing 
down of some, at least, of the Ford 
branch assembling plants. This nat- 
urally lent color to the rumors that 
changes in models are in prospect and 
that the price cuts were for the purpose 
of cleaning out present stocks. 

The Charlotte, N. C., and Los Angeles 
plants are closed, and it is understood 
that the same action has been taken in 
St. Paul and some of the other as- 
sembling centers. At Charlotte and Los- 
Angeles it is said that machinery 
changes will be made, though it is in- 
sisted that they are to take care of the 
present models and not new ones. 

Other facts that stand out in the tide 
of rumor that has engulfed the industry 
for several weeks are that Ford a month 
ago cancelled all advertising; that 4,000 
men were laid off recently at the plants 
in the Detroit territory and that purchas- 
ing for Ford production has been radi- 
cally curtailed to a hand-to-mouth basis. 

On the other side of the picture are the 
repeated assertions of Henry Ford and 
his entire staff that no model changes 
are to be made and the lack of any 
definite evidence of such changes. Ford 
is said to hold to the position that price 
cuts are the only stimulus needed to 
maintain production and sales of his 
product. 


Chrysler Drops Insurance 


NEW YORK, June 26.—Chrysler cars 
will no longer be sold insured after 
July 1, when the agreement for insur- 
ance service with the Palmetto Fire In- 
surance Co. expires, according to an 
announcement by B. E. Hutchison, vice- 
president of Chrysler Corp. 


Peerless Reports Profits 


CLEVELAND, June 26.—May net profit 
for Peerless Motor Car Corp., was 
$254,000 after depreciation, charges and 
taxes. June sales to date equal May 
sales for the same period and June net 
profit will equal or exceed May earn- 
ings, according to Edward Ver Linden, 
president. May sales were 1,582 cars 
against 1,430 in April and 1,333 in March. 
Sales for the first five months this year 
were 5,632, or two and a half times the 
sales for the same period last year. 





Overland to Boost Output 


TOLEDO, June 26.—Plan to push pro- 
duction of the new four-cylinder, high 
speed, light automobile to be placed on 
the market regionally in the next few 
weeks by Willys-Overland company up to 
10,000 a month was announced here today 
by John N. Willys, president of the com- 
pany, at the second big drive-away and 
dealers’ meeting. Production at the start 
will be confined to the sedan model with 
other body types to follow within the 
next two months. 
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167 A.E.A. Members to 


Use Movies in Business 


Makers and Jobbers Purchase 
Machines to Be Used in 
Selling Campaign 





CHICAGO, June 26.—Fifty manufac- 
turers, members of the Automotive 
Equipment Association, already have 
signified their intention to prepare still 
picture films to assist in making their 
product better known to the trade, in 
cooperation with the projector picture 
campaign inaugurated by the merchan- 
dising department of the A. E. A. 


At the same time 117 jobbers, also 
members of the A. E. A., have purchased 
one or more projecting machines with 
which to show the still picture films pre- 
pared by the manufacturers. 


Following are the 50 manufacturers 
who have already prepared films or have 
them in process of preparation: 


American Chain Co., Bridgeport, Con- 


necticut; Automotive Maintenance Ma- 
chinery Co., 549 W. Washington St., 
Chicago, Ill.; Badger Rubber Works, 


Layton Ave., Cudahy, Wisconsin; Bastian 
Blessing Co., 240 E. Ontario St., Chicago, 
Illinois; Brunner Mfg. Co., Broad and 
Gilbert Sts., Utica, New York; Champion 
Spark Plug Co., corner Upton and Avon- 
dale, Toledo, Ohio; Columbus McKinnon 
Chain Co., 5th and Merritt Sts., Colum- 
bus, Ohio; Continental Piston Ring Co., 
276-282 Walnut St., Memphis, Tenn.; 
Curtis Pneumatic Machinery Co., 1901 
Kienlen Ave., St. Louis, Missouri; Edison 
Lamp Works of General Electric Co., 5th 
St., Harrison, New Jérsey; Forest Elec- 
tric Co., New and Wilsey Sts., Newark, 
New Jersey; The Gilmer Co., Keystone 
and Vincent Sts., Tacony, Philadelphia, 
Pa.; The Greb Co., Boston, Mass.; Hal- 
stead Specialties Co., 2921 Chapman St., 
Oakland, Calif.; Hayes Pump & Planter 
Co., Galva, Illinois; Hutto Engineering 
Co., 515 Lycastle Ave., Detroit, Michigan. 

Indianapolis Pump & Tube Co., 1601 
National City Bank Bldg., Indianapolis, 
Ind.; Larkin Automotive Parts Co., 2029 
Home Ave., Dayton, Ohio; LeCompte 
Mfg. Co., 280 Badger Ave., Newark, New 
Jersey; Lincoln Products Co., 2649 N. 
Kildare Ave., Chicago, Ill.; D. Lupton 
Sons Co., 919 Majestic Bldeg., Detroit, 
Michigan; Manley Mfg. Co., West King 
and Herman Sts., York, Pa.; Milwaukee 
Motor Products Co., 760 Thirtieth St., 
Milwaukee, Wisconsin; Multibestos Com- 
pany, Walpole, Mass.; National Lamp 
Works, of General Electric Co., 441 Lex- 
ington Ave., New York.; New Era Spring 
& Specialty Co., 51-55 Cottage Grove, 
S. W., Grand Rapids, Michigan; Packard 
Electric Co., Dana Ave., Warren, Ohio; 
Perfection Gear Co., 213 N. Morgan St., 
Chicago, Illinois; Perfect Circle Co., 
Hagerstown, Indiana; Piston Ring Co., 
Cor. Sanford and Keating Sts., Muske- 
gon, Mich.; Price Hollister Co., 9th St. 
and 20th Ave., Rockford, Ill.; Protexall 
Div., Globe Superior Corp., Main & Pearl 
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Sts., Abingdon, Ill.; Rees Mfg. Co., 7501 
Thomas Blvd., Pittsburgh, Pa. 

Sparks-Withinton Co., Jackson, Michi- 
gan; Spencer-Smith Machine Co., Howell, 
Michigan; Stevens & Co., 375 Broadway, 
New York City, N. Y.; Stover Signal 
Eng. Co., Terminal Bldg., Racine, Wis.; 
Thompson Products Co., 2196 Clarkwood 
Rd., Cleveland, Ohio; Thompson Special- 
ties, Inc., Chandler St., Springfield, 
Mass.; Trainor National Spring Co., 
North Main St., New Castle, Indiana; 
Trico Products Corp., 624-636 Elliott St., 
Buffalo, New York; Van Dorn #lectric 
Tool Co., 3000 Woodhill Road, Cleveland, 
Ohio; Victor Mfg. & Gasket Co., 5750 
Roosevelt Rd., Chicago, Illinois; Waldon 
Worcester Co., 475 Shrewsburg  St., 
Worcester, Massachusetts; Walker Mfg. 
Co., Cor. Michigan & Hamilton Sts., Ra- 
cine, Wisconsin; *Weaver Mfg. Co., 2171 
So. 9th St., Springfield, Illinois; *Whit- 
aker Battery Supply Co., 2459-63 Char- 
lotte St., Kansas City, Missouri; Wilken- 
ing Mfg. Co., 15th and Mt. Vernon Sts., 
Philadelphia, Pennsylvania; "Wolverine 
Bumper & Spec. Co., 1921 Broadway 
Ave., N. W., Grand Rapids, Michigan; 
Yale Electric. Corp., Tillary and Pearl 
Sts., Brooklyn, New York. 


Better Methods Needed 

SPOKANE, Wash., June 26.—The ne- 
cessity of improved ‘merchandising 
methods to insure a fair return to the 
dealer was discussed at the fifth annual 
convention of the Washington Automo- 
tive Trades Association here this week. 
The report of L. W. Harkins, president 
of the association, predicted a large vol- 
ume of business in the industry this 
year. He said, however, that he be- 
lieves profits will be smaller. More exact 
methods of financing with initial pay- 
ments sufficiently large to protect the 
dealer’s equity, with the balance cover- 
ing not more than a year, were recom- 
mended. He also said better shop man- 
agement to permit flat rate charges 
would be beneficial. 

New officers were: President, L. E. 
Titus, Olympia; first vice president, 
James Whitelaw, Spokane; second vice 
president, C. E. Armantrout, Everett; 
board of directors, George H. Day, Lee 
Olney, L. W. Harkins, J. K. Gordon, W. T. 
Burke, A. S. Eldridge, George Monessy, 
John Markley, M. M. Stewart, N. F. Kerr, 
Frank Simpson, Ed. Anderson, Arthur 
Thomas, Hugh Diehl. 





Name Streets for Cars 

ST. LOUIS, June 26.—A real estate 
subdivision in which all the streets are 
named after automobiles has been opened 
in the suburbs of St. Louis by LeGrand 
Jones, Inc. In this subdivision there are 
avenues bearing the following names: 
Studebaker, Hudson, Auburn, Buick, Wil- 
lys, Nash, Packard, Cadillac, and Mar- 
mon. 


we 


Holland Rejoins Nute 
SEATTLE, Wash., June 26.—R. M. Hol- 
land, for many years a member of the 
sales staff of the Nute Motor Company, 
has resumed his affiliations with that 
concern after an absence of nine months. 


Battery Makers Told U. S. 
Should Not Fear Panic 


Harvard Authority Believes 
Moderate Recession in 
Activity Impends 


NEW YORK, June 26.—About 35 mem- 
bers of the National Battery Manufac- 


‘turers’ Association in annual convention 


at Hotel Roosevelt here heard Prof, J. L. 
Snider express the view of the Harvard 
Bureau of Economic Research and Busi- 
ness Forecasting that general business 
and industry in the United States is not 
sliding into a serious depression but 
rather into a fairly moderate recession, 
in most lines, similar to those of 1923, 
1924 and 1925 but not so pronounced as 
that of 1924. ° 


For this view there were two reasons: 
large credit resources at low rates, a 
condition which has never presaged 
serious depression; and the prevailing 
conservative attitude of business men 
generally. 


Lawrence A. Nixon, secretary of the 
National Radio Trade Association, urged 
the companies represented to counteract 
public prejudice against storage bat- 
teries by a campaign of education along 
positive lines. Storage battery advertis- 
ing, he believed, was too technical and 
perhaps too competitive, whereas it 
should educate the public in the proper 
use and care of such batteries and their 
advantages from the _ standpoint of 
efficiency. 

C. H. Smith of the Westinghouse Union 
Battery Co., urged avoidance of produc- 
tion waste by simplification of products, 
proper economy and a cost accounting 
system suitable to the needs of each 
concern. A paper on uniform accounting 
written by Mr. Smith as chairman of the 
cost committee, was distributed. 


H. B. Taylor, Eagle Picher Lead Co., 
described the technique and formulae 
of battery grids and oxide mud, W. C. 
Brooks, Hartford Battery Mfg. Co., dis- 
cussed trickle charger and combination 
A battery units, C. F. Garesche, National 
Lead Co., emphasized the importance of 
conserving health in the battery plant, 
D. H. Kelly, U. S. Light & Heat Corp., 
made his report as president of the 
association, and after considerable dis- 
cussion, in which Mr. Luthy participated, 
the plan to make an official test of the 
Luthy process of storage battery manu- 
facture was laid on the table. 

Mr. Kelly was reelected president, 
R. D. Mowry, Universal Battery Co., and 
P. Marko, Marko Storage Battery Co., 
were again chosen first vice-president 
and treasurer, respectively, and these 
new officers were elected: second vice 
president, O. L. Shutz, Grant Storage 
Battery Co., secretary, T. D. White, 
Victor Storage Battery Co. The board 
of directors includes these officers and 
C. H. Smith and L. A. Doughty, Carlile & 
Doughty, Inc. 
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May Revenue From Motor 


Car Industry Under 1925 


Effect of Tax Reduction Felt 
Heavily by Internal 
Revenue Bureau 


WASHINGTON, June 26.—May collec- 
tions from the automotive industry by 
the Internal Revenue Bureau total but 
$9,946,688.83 as compared with $12,357,- 
156.33 collected during May, 1925, ac- 
cording to figures just made public here 
which further show that total receipts 
for the month of May, 1926, were $106,- 
150,165.28, compared with $100,862,147.45 
for the month of May, 1925, an increase 
of $5,288,017.83. 

The biggest loss as a result of the act 
of 1926, effective March 29, by which the 
levy on passenger cars and motorcycles 
was reduced from 5 to 3 per cent and 
eliminated from the sale of tires, parts 
and accessories is naturally in the latter 
item which dropped from $1,641,313.65 in 
May, 1925, to $50,661.74 last month. 

Collections last month from “automo- 
bile trucks and wagons” was $234,500.51 
as compared with $688,046.51 in May, 
1925, and from “other automobiles and 
motorcycles” it was $9,661,526.58 last 
month as compared with $10,027,796.17 
in May, 1925. 

Comparative collections for the period 
from July 1, 1924, to May 31, 1925, and 
from July 1, 1925, to May 31, 1926, fol- 
lows: From “automobile trucks and 
wagons,” $6,848,476.27 in the earlier pe- 
riod as compared with $6,799,675.09 in the 
latter; from “other automobiles and mo- 
torcycles,” $82,635,969.62 in the earlier 
period as compared with $107,860,605.80 
in the latter and from “tires, parts or ac- 
cessories,” $20,459,425.72 in the earlier 
period as compared with $18,124,943.63 
in the latter. 


Condit Controls Firm 

PORTLAND, Ore., June 26.—Active 
control of the firm of Condit & Conser, 
Inc., was assumed this week by E. C. 
Condit, now sole owner of the institution. 
M. C. Conser, former partner with Condit, 
sold out his share of the concern. Re- 
tirement of Conser from the firm will 
have no effect on the line’ of automobiles 
handled or the general business policies 
of the concern, and they will continue to 
handle the Moon and Diana and the three 
Flint lines of automobiles. 

Plan Air Competition 

NEW YORK, June 26.—To give the 
sreatest possible encouragement to every 
endeavor to make the airplane safe the 
trustees of the Daniel Guggenheim Fund 
for the Promotion of Aeronautics have 
decided to organize an open international 
aircraft competition. For this purpose 
the board will probably appropriate be- 
tween $150,000 and $200,000 to make the 
competition, which will be held in this 
country, under rules to be framed by ex- 
berts from many countries, attractive to 
the best designers and manufacturers of 
aircraft throughout the world. 
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STUDEBAKER BEATS TRAIN ACROSS U.S. 





See no 


Ray Peck at left and Ab Jenkins at right of car cfter trip. 





Adds Stutz to Line 

NORWALK, O., June 14.—The Lippert 
Motor Co., distributors in Huron county 
for the Hudson and BEssex lines, has 
taken on the Stutz agency for the same 
territory. The company has recently 
moved into a new show room and serv- 
ice station which affords much additional 
space. 


Takes Mexican Sales 

TAMPICO, Mexico, June 26.—The Uni- 
versal Motors, S. A., of Tampico, has 
purchased the business of J. J. M. Valla- 
dares, automobile accessories dealer, 
who recently went into liquidation. Uni- 
versal Motors is distributor for Ford 
products. 


N. A. C. C. Favors Title Law 

NEW YORK, June 26.—Believing that 
the certificates of title law for motor 
vehicles, now enforced in 24 states to 
prevent the sale of stolen cars, will 
lower the cost of theft insurance and is 
a public protection, the National Auto- 
mobile Chamber of Commerce is renew- 
ing its efforts in support of this measure 
and has adopted a resolution favoring 
such steps. 

Penalty for Substitution 

NEW YORK, June 26—A new law 
passed by the last session of the New 
York State legislature and becoming 
effective July 1 provides a penalty for the 
substitution of one grade or kind of lub- 
rication oil for the particular trade 
marked or branded oil that may have 
been ordered by the customer. The stat- 
ute makes it unlawful to “fill with a 
spurious or substitute article any order 
for a lubricating oil for an internal com- 
bustion engine, if such oil ordered is 
designated by a trade mark or distinc- 
tive trade name, unless and until it is 
explained to the person giving the order 
that the article offered is not the article 
that he has ordered, and the purchaser 
shall thereupon elect to take the sub- 
stitute article that is being offered to 
him.” 


SAN FRANCISCO, June 26.—Two Salt 
Lake City business men, Ab Jenkins and 
Ray Peck, driving the entire distance 
with stops only for gas and oil, drove a 
stock model Studebaker big six “Sheriff” 
from New York to San Francisco in 86 
hours 20 minutes total elapsed time. 
The distance covered was 3471 miles. 
This beat the fastest train time by six 
hours twenty-five minutes. 

The trip was made against difficult ob- 
stacles and was full of thrills for the 
drivers. But at all times, consideration 
was given to rights of motorists, and in 
passing through cities speed regulations 
were carefully observed. High speed 
was made through the night on deserted 
country roadways. Leaving New York 
June 14 at 2:07 a. m. eastern daylight 
saving time, Jenkins and Peck battled 
fog, rains, storms that in some places 
amounted almost to cloudbursts, time- 
wasting detours and literally a sea of 
mud through some states. 

The drivers ran into blinding rains 
on the steep mountain grades in Penn- 
sylvania. Of the approximately 450 miles 
from Greensburg, Pa., to South Bend, 
Ind., the next “control,” 375 miles were 
driven in the heaviest rains in the his- 
tory of the weather bureau for this sea- 
son of the year. 

The drivers hit Nebraska two hours 
and a half ahead of schedule and were 
thankful for the surplus time. Driving 
conditions improved in Wyoming, but the 
“Sheriff” was an hour behind schedule 
when it left Rock Springs at 10:46 a. m. 
June 16. 

At Salt Lake City, their home town, 
the drivers stopped only long enough to 
take on fuel and arrived in Reno, Nev., 
in the morning of June 17. It was the 
final stop for gas and oil before the long 
pull over the mountains and into Frisco. 

At 12:27 p. m. the “Sheriff,” caked with 
mud from radiator to rear, pulled up 
before the Western Union office in San 
Francisco and two weary, but elated men 
climbed out. They had beat the crack 
limited trains on the long coast-to-coast 
trip. 
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California Truck Law Is 
Killed by Supreme Court 


Judge Sutherland Declares 
State Cannot Make Opera- 
tors Be Common Carriers 


SAN FRANCISCO, June 26—In a 
decision which is of the widest interest 
to owners and operators of motor truck 
lines, warehousemen owning such lines, 
and to the manufacturers of motor 
trucks, the United States Supreme Court 
has declared the Auto Stage and Truck 
Transportation Act of California to be 
unconstitutional. In its decision the 
supreme court reversed a decision of the 
California State Supreme Court, which 
had sustained the California State Rail- 
road Commission’s interpretation of the 
law. 

The case came before the United States 
Supreme Court in the following manner: 

Marion L. Frost and Wesley H. Frost, 
doing business under the name of the 
Frost & Frost Trucking Company, were 
engaged under a single contract, in 
transporting for a stipulated compensa- 
tion citrus fruits over public highways 
between fixed termini. The company was 
brought before the California State 
Railroad Commission, charged with vio- 
lating the motor truck act for the reason 
that it had not obtained a certificate 
of public convenience and necessity. 

The Railroad Commission held that, 
although the plaintiffs in error were in 
fact private carriers, they were subject 
to the provisions of the act, and directed 
them to suspend operations until they 
should obtain such a certificate. The 
Frost Company held that this had the 
effect of transforming them into public 
carriers by legislative fiat. The state 
supreme court upheld the railroad com- 
mission, whereupon the truck company 
carried the case to the Supreme Court of 
the United States. 

Justice Sutherland rendered the deci- 
sion, in which he said: 

“The specific challenge in the case in- 
volving the validity of the California act 
is that, as construed and applied, it took 
the Frost Company’s property for public 
use without just compensation; deprived 
it of its property without due process 
of law, denied the equal protection of 
the law, in violation of the Fourteenth 
Amendment.” 


Wins Sales Contest 


ST. LOUIS, June 26—J. H. Kirchoff 
won first price in a sales contest con- 
ducted last month by the Weber Motor 
Car Co., St. Louis Studebaker distributor. 
Kirchoff sold $25,924 worth of new and 
used cars and was credited with 35 
points. Lee D. Falkner was second with 
33 points and J. L. Toner, third with 30 
points. First prize was $100 in cash. 


Business to Avoid 


R. B. Claypool, proprietor of a garage 
at Williamsville, Ill., and deputy sheriff 
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of Sangamon County, warns dealers and | 


garage men to avoid giving merchandise 
to a man claiming to be a jewelry dealer 
with offices in New York and Chicago, 
upon his promise to telegraph money 
for payment as soon as he arrives home. 
This man is said to have obtained $51 
worth of merchandise in Williamsville 
for which he failed to pay. Mr. Claypool 
asks that any dealer encountering this 
man have him arrested and held pending 
word from him. In Williamsville this 
man was traveling in an old Cadillac car. 


fe ee 


Coolidge Signs Road Bill 

WASHINGTON, June 26.—The $165,- 
000,000 federal aid highway bill, provid- 
ing $82,500,000 federal aid for each of 
the fiscal years of 1927-1928, became law 
when the President signed the bill. Un- 
der the provisions of the measure the 
Federal government matches dollar for 
dollar the States’ expenditures of money 
for construction and maintenance of de- 
signed interstate highways. 





A, A. A. Championship 


Standings 

ALTOONA, Pa., June 26.—The vic- 
tory gained by Dave Lewis, veteran 
racing driver, in Altoona on June 12 
entitles him to 500 points in the 
A. A. A. championship standing for 
the present year. The points are 
the first captured this season by 
Lewis. The standing of the A. A. A. 
race drivers with the Altoona points 
added to those of the five previous 
races of the present year, follows: 


Total 

Position Driver Points 
1st. Harry Hartz 1740 
2nd. Pete DePaolo 1265 
3rd. Frank Lockart 800 
4th. Bennie Hill 587 
5th. Earl DeVore 535 
6th. Dave Lewis 500 
7th. Norman Batten 390 
Sth. Bob McDonogh 347 
9th. Fred Comer 313 
10th. Frank Elliott 252 
lith. Cliff Woodbury 230 
12th. Eddie Hearne 165 
13th. John Duff 155 
14th, Ralph Hepburn 118 
15th. Pete Kreis 115 
16th. Wade Morton 52 
17th. Dave Evans 50 
18th. Zeke Meyer 35 
19th. Ben Jones 30 
20th. Dr. Wm. Shattue 25 
21st. Phil Shaffer q 
22nd, Leon Duray 5 











Overland Demand Shown 

TOLEDO, June 26.—The ancient idea 
that sales of closed cars are seasonable, 
swelling during the winter months and 
falling off again in the spring is notice- 
ably altered by production figures of the 
Overland six standard sedan recently re- 
leased by officials of the Willys-Over- 
land company at Toledo. On June 1, the 
last month in the six month’s period, 
orders unfilled at the factory for the 
standard sedan model alone mounted to 
4,328 with all indications promising a 
much greater demand before the 30 days 
are up. In December of 1925, unfilled 
orders at the first of the month were 
1200 


J _ Sees Vast Future 
For Automobile Business 


Tells Advertisers Industry 
Still Is in “Mining 
Camp” Stage 


PHILADELPHIA, June 26.— Stating 
that the present day is the mining camp 
era of the automobile business, Edward 
S. Jordan pictured a vast future for that 
industry, speaking before the Associated 
Advertising Clubs of the World in 
Philadelphia. 

The 20,000,000 cars in the United States 
are but a foretaste of the volume of busi- 
ness that will develop in the rest of the 
world, in the opinion of Mr. Jordan, who 
is chairman of the advertising committee 
of the National Automobile Chamber of 
Commerce, and in touch with motor 
developments throughout the world. 

“We'll reach the saturation point,” he 
said, “when every family on the face of 
the globe has a car, and when no Car 
wears out. 

“The automobile business has hardly 
started. There are only 5,000,000 cars 
abroad compared with the 20,000,000 
automobiles in this country. There’s an 
automobile demand that has been accu- 
mulating for 2,000 years. 

“This is still the business for the young 


man. Don’t worry about the big com- 
binations in the business. ‘That’s not 
going to corner the field. You can't 


corner any business where there’s a 
style element. You can’t corner brains 
and youth and hard work. The big in- 
dustries know that. They know com- 
petition is a good thing, and they wel- 
come it. With this world-wide demand 
competition will continue, and the busi- 
ness will grow to proportions as yet 
hardly dreamed of.” 


Bonuses Not Assessable 


WASHINGTON, June 26.—A tax deci- 
sion, which may be taken advantage of 
by automobile manufacturers, dealers, 
etc., who are employers, has just been 
rendered here by the U. S. Board of Tax 
Appeals, holding that bonuses paid by 
such employers to employes are non- 
assessable. ‘The decision is made in an 
appeal from a decision that bonuses paid 
on Christmas to employes could not be 
deducted from net income, the appeals 
board holding that in computing net in- 
comes such payments are proper deduc- 
tions. 


Toledo Employment Gains 


TOLEDO, June 26.—Employment in 
Toledo has been on the gain during the 
last two weeks due to general increase 
in demand for workers in the automotive 
industries. There are now nearly 20 per 
cent more men employed than at the 
same time a year ago when production 
was heading for a summer slump. There 
are 30,240 workers employed in 51 plants 
making a weekly census as compared 
with 25,977 at the same time last year. 
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G.M.A.C. Offers Prizes 


For Essay on Finance 





General Motors Salesmen to 
Argue Desirability of Short 
Term Payment 





NEW YORK, June 26.—General Motors 
Acceptance Corp. is offering cash prizes 


‘of $500, $200, $100, 10 of $50 each and 


20 of $10 each, open to all salesmen of 
General Motors cars, for the best written 
reports on the arguments used to sell a 
prospective customer on: 

First: Why he should make the larg- 
est down payment possible and pay the 
balance in as few payments as he can; 
and 

Second: What advantage he gains by 
buying on the G. M. A. C. plan as against 
any other finance plan. 

Oakland Motor Car Co. is offering sup- 
plementary prizes of $250, $100, $50 and 
four of $25 each to Oakland-Pontiac 
salesmen who win prizes in the G. M. A. 
C. contest. 

The contest opened May 15 and closes 
July 15. Articles can be of any length 
but should be submitted to publicity and 
advertising department, General Motors 
Acceptance Corp., 250 W. 57th St., New 
York City, on letter size white paper, 
typewritten or plainly written in ink. 





Takes New Building 


MARIETTA, O., June 26.—Walter W. 
Wood, distributor for the Dodge Broth- 
ers line of cars and Graham Brothers 
trucks has occupied a new sales room 
and service station, which was recently 
completed on Putnam St., Marietta. The 
structure is 41 by 160 feet and is used 
entirely by the agency. The show room 
is 40 by 41 feet and has two large show 
windows. The offices and storage space 
are in the rear while the service station 
is on the second floor. 





Dallas Flint Opens 


DALLAS, Tex., June 26.—Celebrating 
the recent reorganization of the Flint 
Company here the Dallas Flint Company, 
Which took over the Flint factory branch 
and the local franchise, held open house 
at the sales and service building 2125 
Commerce street Saturday evening. Au- 
tomobile dealers from surrounding coun- 
ties and towns were invited to the house 
warming and the public asked to come 
out and dance, enjoy the music and re- 
freshments and look over the new com- 
pany’s arrangements. 


oo 


Jones Heads Dallas Branch 

DALLAS, Tex., June 26.—Announce- 
ment was made this week that Le Roy 
V. Jones, for the last eight years with 
the Cleveland Motor company at Cleve- 
land, and more recently regional direc- 
tor for the Cleveland-Chandler lines in 
the entire Southwest, has been trans- 
ferred to Dallas to assume charge of the 
Cleveland-Chandler branch factory and 
the distribution of the Cleveland-Chand- 


July 1, 1926 


[ onnaniies 





9114 IN. CARS IN FIRST BOARD TRACK RACE 


— 
—— 





Photographs of the 250-mile race at 
Altoona, Pa., June 12, which was won by 
Davis Lewis in a Miller front drive car at 
an average speed of 112 m.p.h. One 
photograph shows the cars lined up ready 
for the start of the race. The other shows 
Starter Fred Wagner giving the checkered 
flag to Lewis as he crossed the finish line. 
As winner of the race, which was held 
under the sanction of the American Auto- 
mobile Association, Lewis received a cash 
prize of $9000 and 500 points in the A. 
A. A. championship contest. 








ler lines in all Texas, southern Okla- 
homa and western Arkansas. 


New Chevrolet Dealers 

EUGENE, Ore., June 26—The Gannet 
Motor Company commenced operations 
here June 20, 1925, handling the Chev- 
rolet line and since that date has sold 
and delivered 280 new cars and 320 used 
cars. It has just appointed the following 
metropolitan dealers: Cottage Grove 
Motor Co., Cottage Grove, Ore.; Clark’s 
Service Garage, Oakridge, Ore.; William 
Kyle & Sons, Florence, Ore. 


——————— —— + 


Takes Wills Distribution 

ST. LOUIS, June 26.—A new corpora- 
tion, the Wills-St. Claire Co. of Mis- 
souri, has been appointed distributor of 
the Wills-St. Claire car in the St. Louis 
district and will open an establishment 
at 2835 Washington boulevard in the 
near future. G. Fred Mayer, Jr., is presi- 
dent and Adrian M. Levinson secretary 
of the new company. Victor P. Nelson 
will be service superintendent. 





Mechanics Replace Salesmen 

SALT LAKE CITY, Utah, June 26.— 
The Randall~Dodd Auto Co., Salt Lake 
City Buick dealer and distributor for 
many years, has announced a special 
campaign for disposing of used-cars 
which calls for the complete elimination 
of the salesmen from the display rooms, 
and the substitution of mechanics who 
will be instructed to pay no attention to 
sales matters but to answer questions 
concerning condition of the cars, the con- 
struction, consumption of gasoline, etc. 


Eschenroeder Promoted 
ST. LOUIS, June 26.—Harry H. Esch- 
enroeder, who has been on the sales 
force of the Tevis Motor Co., Ford dealer, 
for five years, has been appointed sales 
manager of the concern, according to an 
announcement by Clarence H. Tevis, 
president of the company. 
Proposes Motor Show 
INDIANAPOLIS, June 26.—H. H. 
Brooks, sales and advertising manager 
of the Marmon Motor Car Co. has pro- 
posed that a national motor show be 
held annually at the Indianapolis Speed- 
way during the week of the annual 500- 
mile International Sweepstakes Race. 
Mr. Brooks proposes that buildings to 
house the exhibits could be erected in- 
side the speedway track and that the 
track itself would furnish an hkieal dem- 
onstrating ground. It is not the idea of 
Mr. Brooks that this motor show should 
take place of the National Shows in New 
York and Chicago, but rather that it be 
supplementary and would reach thous- 
ands of persons who attend the 500-mile 
race. 
Cadillae Dealers Meet 
SEATTLE, Wash., June 26.—Cadillac 
dealers in Western Washington gathered 
in Seattle this week to hear George J. 
Keefe of the sales promotion department 
of the Cadillac Motor Company discuss 
problems pertinent to their business. Mr. 
Keefe conducted a school at the Nagel- 
voort-Stearns Cadillac Company’s estab- 
lishment in this city, and expounded the 
many practical aspects of automobile 
merchandising. 
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TRADE ASSOCIATION ACTIVITIES 


OHIO N. A. D. A. DIRECTORS MEET 
Legislative Matters and Coming Conven- 
tion Discussed 


COLUMBUS, O., June 26.—The board 
of directors of the Ohio Council, National 
Automobile Dealers’ Association, held a 
long session in Columbus to discuss mat- 
ters of legislation, labor conditions and 
the coming annual convention of the 
organization. In all, nine of the district 
chairmen, which constitute the board, 
as well as A. C. Faeh, manager of the 
Ohio Council, were in attendance. 

C. A. Vane of St. Louis, manager of 
the national association was a guest at 
the meeting and talked at length on the 
affairs of the national association. 

The labor situation was discussed and 
reports were received from many sec- 
tions. No definite action was taken on 
this question as it was held in abeyance 
until another meeting. 

Legislative matters were considered at 
length. It was voted to form a legisla- 
tive committee with a key man to repre- 
sent that committee in each of the 88 
counties of Ohio. The legislative com- 
mittee will be named at the regular 
annual meeting which will be held early 
in September at an inland lake in north- 
eastern Ohio. The board of directors is 
working on a number of legislative 
measures which will be presented for 
approval at that time before it becomes 
a fixed policy of the organization. 

The key men will be named to keep 
in touch with the situation in the various 
counties and to sound the various party 
nominees for legislative office on matters 
connected with the automobile industry. 
The committee will give its attention to 
the protection of the car owner as well 
as the dealer and repair shop proprietor. 








N. S. P. A. Directors Meet 


DETROIT, June 26.—The board of 
directors of the National Standard Parts 
Association met at headquarters here re- 
cently and passed upon some important 
association activities. Chief among those 
approved were the following: Standard- 
ized system of accounting, bookkeeping 
and stock control for jobber members; 
standardized catalog and reference tables 
for jobbers and manufacturers; trade 
classification schedule; arbitration sys- 
tem: credit services; export service, and 
1926 show arrangements. The balance 
of the association year, it is announced, 
will be very active and much is still to 
be done before completing the year’s 
work. 





Boston Show Planned 


BOSTON, June 26.—The Boston Auto- 
mobile Dealers’ Association at its annual 
meeting here voted to begin plans now 
for the next Boston Automobile Show 
and to feature the fact that it will be 
the silver anniversary of such exhibi- 
tions in this city. Manager Chester I. 
Campbell was given power to arrange 
such details as will give New England 
not only a big show, but will have, if 
possible, some of the old machines, if 
any can be found which, were displayed 
a generation or so ago. The date se- 
lected is March 5 to 12. The association 
elected John H. MacAlman, distributor 
for Stearns Knight, as president for his 
20th consecutive term. J. W. Bowman, 
of the Marmon Boston Company, was 
elected vice president; Chester I. Camp- 
bell secretary and F. A. Hinchcliffe 
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treasurer. The board of directors chosen 
comprise all the above officers and C. P. 
Rockwell, Nash; Charles E. Fay, Chrys- 
ler, A. L. Danforth, Cadillac, George B. 
Kimball, Hudson-Essex, John H. John- 
son, Buick, Otto A. Lawton, Franklin, 
and W. C. Sills, Chevrolet. 





Peoria Dealers Picnic 


PEORIA, Ill., June 26.—The Peoria 
Automotive Association held its, second 
annual picnic at Sulphur Springs, Pekin, 
with an attendance of nearly 1,000 auto- 
motive industry members and their wives 
and families. It was an all-day event 
and a program of sports, games and 
contests with dancing in the evening 
after a picnic supper was arranged. 
KF. D. Smith was chairman of the gen- 
eral committee. 





Laredo Dealers Organize 


LAREDO, Tex., June 26.—The Laredo 
Automotive Trades Association has been 
organized here with every automobile 
dealer in the city an active member. 
In addition to all automobile dealers 
some 80 per cent of the other automo- 
tive lines are affiliated with the new 
association. J. B. DaCamara is president 
of the association. Joe Moser is vice- 
president and Mrs. R. L. Blowers, secre- 
tary and treasurer. 





Hold Golf Tournament 


BALTIMORE, June 26.—A large num- 
ber of the members of the Baltimore 
Automobile Trade Association, Inc., 
turned out for the second monthly golf 
tournament of the season, which was 
played over the Rogers Forge course. 
High honors went to W. L. Richardson, 
who turned in a card of 80. In the same 
class, Class A, William Oliver won low 
net with 65. In Class B both low gross 
and net were won by Jack Winchester. 
Low gross score in Class C went to 
Walter Kneit with 102. In this same 
class J. A. Fromm won low net. Plans 
are under way to arrange an inter-city 
match between the automobile dealers 
of Baltimore and Washington. It is ex- 
pected to be held late in the fall. 





Association Secretaries Meet 


ALBANY, N. Y., June 26.—Closer co- 
operation in association work was 
effected through the recent conference 
here of automobile merchants’ associa- 
tion secretaries, called by Louis G. 
Stapely, general manager of the Empire 
State Automobile Merchants’ Association. 
H. Rayne, president of that association, 
expressed the purpose of the conference. 
Harry G. Bragg, general manager of the 
Automobile Merchants’ Association of 
New York, Inc., discussed proper mer- 
chandising and financing of automobiles. 
Ralph Ebberts, secretary of the Brooklyn 
Automobile Dealers Association, dis- 
cussed automobile shows and C. H. 
Hayes of Syracuse described the advan- 
tage of a state publication representing 
dealer interests. 





New Utah Association 


SALT LAKE CITY, June 26.—The 
Motor Service Association of Helper is 
the name of a new organization formed 
in the small town of Helper, this state. 
It will have 11 member firms. Emil 
Nyman will be president and M. QO. 
Porter, secretary-treasurer. 


PORTLAND FAVORS SHORT TERMS 


Dealer Association Endorses N. A. D. A, 
Campaign at Meeting 

PORTLAND, Ore., June 26.—The 
Automobile Dealers’ Association of Port- 
land, at its last regular meeting, again 
went on record as indorsing the Na- 
tional Automobile Dealers’ Association 
campaign against long terms and small 
down payments. 


Local dealers appointed a committee 


to handle the situation here. The com- 
mittee is composed of A. B. Graham of 
Braly & Graham, Dodge; W. A. Grout, 
of Fields Motor Car Company, Chev- 
rolet; J. C. Elliott, Chas Garfield Motor 
Car Co., Chrysler; which committee 
recommends that the experience chart 
of operation under the long term and 
small down payment plan schemes be 
brought to the attention of dealers and 
finance companies. 

J. A. Crittenden, president of the 
dealer association, spoke of the growth 
of the Portland Motor Car Trade-Index, 
the association’s guide to used car values 
which is now being generally used in 
Oregon and Washington and has more 
than 100 subscribers among California 
dealers. This has become the standard 
with north Pacific dealers. 





N. S. P. A. Admits New Members 


DETROIT, June 26.—At a meeting of 
the board of directors of the National 
Standard Parts Association the action 
of the membership committee was rati- 
fied in admitting the following to mem- 
bership in the association: 

MANUFACTURERS — Brandt-Warner 
Manufacturing Company, York, Pa.; 
J. A. Drake & Sons, Reedley, Cal.; W. D. 
Foreman, Chicago; Multibestos Com- 
pany, Walpole, Mass.; Perfection Gear 
Company, Chicago; Wilkening Manufac- 
turing Company, Philadelphia; Security 
Manufacturing Company, Los Angeles; 
Rotter Boring Bar Company, Seattle; 
Wisconsin Machinery & Manufacturing 
Company, Milwaukee. 

‘ JOBBERS—Central Electric Company, 
Hattiesburg, Miss.; Essex Tire Company, 
Lynn, Mass.; Lake Sales Company, New 
York; Lynn Motor Parts Company, 
Worcester, Mass.; Monarch Auto Supply 
Company, Glendale, Cal.; Moore & Stew- 
art, Gastonia, N. C.; Motorcraft Corpo- 
ration, Newark, N. J.; D. G. Nicholas 
Company, Scranton, Pa.; T. H. Peacock, 


Calgary, Alberta; Replacement Parts 
Company, Boston; E. P. Rotzell Co., 
Philadelphia; Thacher Motor Service 


Corporation, Newark. 





Wall Heads Radio Group 

FORT WAYNE, Ind., June 26.—The 
Indiana Radio Trades Association, in a 
meeting here, elected Herbert C. Wall 
of Fort Wayne as president. Chester W. 
Keen of Fort Wayne was elected state 
secretary and Bert J. Dresler of Fort 
Wayne was named a member of the 
board of directors. Howard Granfill of 
South Bend was elected vice-president. 

More than 150 radio dealers of the 
state attended. H. H. Corey of Mil- 
waukee, secretary of the Federated 
Radio Trades Association, told the radio 
dealers that the total volume of radio 
business in 1926 will be double that of 
1925. 

J. L. Ferguson, sales manager of the 
Neutrowound Radio Corporation, of 
Chicago, spoke. 
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Congress Gets Bill to 
Repeal Remaining Tax 





Democrats Start Move to Re- 
move 3 Per Cent Excise 
on Automobiles 





WASHINGTON, June 26.—Repeal of 
the 3 per cent excise tax, now collected 
on the sale of passenger automobiles, is 
asked today in a bill introduced in Con- 
gress by Rep. Meyer Jacobstein of New 
York. 

Introduction of the measure which 
would repeal the remaining automotive 
excise taxes, amusement taxes and re- 
duce taxes on corporations, is the first 
move of the Democrats in their effort to 
force further tax reductions which Presi- 
dent Coolidge announced the day before 
could not be done. 

Declaration that “no further tax re- 
duction can be looked for within two 
years” was made by the President in an 
address before the governmental depart- 
ment heads, urging that every effort be 
made to economize and that a 2 per cent 
reduction, with an attendant $20,000,000 
annual saving, be made in the govern- 
ment personnel. 

The President reported that the treas- 
urys books show that on July 1, this 
year there will be a surplus of $400,000,- 
000, an estimated surplus of $200,000,000 
for next year, and a surplus of probably 
$100,000,000 during 1928. These figures, 
the Democrats hold, warrant complete 
repeal of the automotive and other war- 
time excess taxes, which are asked for 
in the Jacobstein bill. 

Adjournment of Congress is certain 
before action can be had on the measure, 
but which nevertheless, it is pointed out, 
“shows the way in which the wind 
blows” as to the probability of an early 


tax. 


Only One Radio Show 

NEW YORK, June 26.—0Only one 
national radio show will be held in New 
York City this fall—the Radio World’s 
Fair at New Madison Square Garden 
Sept. 13-18 under the auspices of the 
Radio Manufacturers’ Association. George 
A. Scoville, vice-president of the Strom- 
berg-Carlson Telephone Manufacturing 
Co. and chairman of the board of di- 
rectors of the Radio Exposition Corp., 
announces that the board has cancelled 
the show proposed to be held in Grand 
Central Palace Sept. 10-17 and is 
recommending to all its exhibitors that 
they exhibit at the Radio World’s Fair. 


Ames Takes New Territory 

SEATTLE, Wash., June 26.—Charles 
H. Ames, Jr., has been named wholesale 
representative for the Seattle Peerless 
Motor Company. He will cover western 
Washington and part of Eastern Wash- 
ington in the interest of Peerless. 
“Charlie,” as he is more commonly 
known, has been away from Seattle 
Since 1910, in San Francisco, Wenatchee 


July 1, 1926 








Coming Motor Events 








Automobile Shows 





1927 NATIONAL SHOWS 
New York Jan. 8-15 
EL Jan. 29-Feb. 5 








repeal of the remaining 3 per cent excise . 


Boston, Mass March 5-12 


Mechanics Bldg. 





Chicago Nov. 8-13 
Show and convention, Automotive 
Equipment Ass’n, Coliseum. 


Chicago Nov. 15-19 
Show and convention of the Na- 
tional Standard Parts Ass’n, Hotel 
Sherman. 

Denver, Colo Aug. 3-6 
Automobile Show, Civic Center. 

Fargo, N. Dak July 12-17 
State Fair, State Fair Grounds. 

New York Sept. 13-18 
Madison Square Garden, Radio 
Manufacturers Ass'n. 









































Races 
Altoona, Pennsylvania Sept. 6 
Atlantic City, N. J July 17 
Atlantic City, N. J Sept. 25 
Charlotte, N. C -Aug. 23 
Dallas, Texas Nov. 11 
Los Angeles, Cal Nov. 25 
Salem, New Hampshire July 6 
Salem, New Hampshire Oct. 12 
Conventions 
Automotive Equipment Assciation, 


Coliseum, Chicago Nov. 8-13 
National Association of Automobile 
Show & Association Managers, 
Drake Hotel, Chicago July 27-28 
National Standard Parts Association, 
Hotel Sherman, Chicago........ Nov. 15-19 











National Tire Dealers Association, 
Inc., Memphis, Tenn Nov. 16-18 
Society of Automotive Engineers, 


Transportation and Service Meet- 
ing, Boston, Mass Nov. 16-18 





COMING FEATURE ISSUE OF CHILTON CLASS JOURNAL PUBLICATIONS 
September 30—Automotive Industries—Annual Production Issue 











and Spokane. In the latter place he was 
connected with the Cadillac agency. 
Road Mileage Reported 

WASHINGTON, June 26.—Federal aid 
roads constructed during the fiscal year 
ending July 1, will total more than 
10,000 miles, it is estimated by the bureau 
of public roads. The bureau’s monthly 
report, just issued, shows that on June 1, 
9,896 miles had already been completed. 
During May the increase in completed 
Federal aid roads amounted to 907 miles, 
making a total of 51,767 miles completed 
since the beginning of Federal aid con- 
struction in 1917. 


Arthur I. Fishbaugh Dies 

COLUMBUS, O., June 26.—Arthur I. 
Fishbaugh, aged 45, vice president and 
general manager of the Pennsylvania 
Rubber Co., large tire and accessory 
dealers in Columbus, died following an 
operation for appendicitis, June 16. He 
had aided in the organization of the com- 
pany about 10 years ago and was its 
active head. 


Plan Motorcycle Races 

ALTOONA, Pa., June 26.—One hundred 
of the world’s most daring motorcycle 
riders will compete in the second annual 
national championship classic at the Al- 
toona speedway on Monday, July 5. This 
race will be the only national motor- 
cycle event on any speedway in the 
United States during this year. Winners 
of the events listed on the program will 
not only partake of the $5,000 purse but 
will also be crowned champions for the 
ensuing year. 


Firm Changes Name 
SEATTLE, Wash., June 26.—The Ray- 
nor Motor Company is the new name of 
the Gardner Motors of Washington, state 
distributor of Gardner cars. The new 
name was adopted this week in connec- 


tion with the action of the firm in also 
assuming the distributorship in this state 
of Flint cars. Management or personnel 
of the company will not be changed, it 
was announced by L. G. Raynor, presi- 
dent. 
Willys Dealers Meet 

ST. LOUIS, June 26.—Officials of the 
St. Louis branch of Willys-Overland Co. 
were guests at a dinner given by the 
Franke Motor Co., Willys-Overland 
dealer, in the new home of the Franke 
Co. at Hamilton and Ridge avenues. The 
object of the dinner was to bring about 
a closer acquaintance of the sales force 
and department heads of the Franke Co. 
with officials of the factory branch. 


Salesmen Visit Proving Grounds 
DETROIT, Mich., June 26.—To better 
acquaint its salesmen with methods of 
testing Cadillac cars, the entire retail 
sales force of the Detroit branch of the 
Cadillac Motor Car Company was re- 
cently taken to the General Motors Prov- 
ing Ground where they spent a half day 
in a study of that institution. The event 
also marked the competion of the twelve- 
months’ schedule of deliveries of Cadil- 

lac cars two months ahead of time. 





G. M. Pays Back Taxes 

DETROIT, June 26.—A check for $3,- 
500,000 which the General Motors Corp. 
paid into the local office of the internal 
revenue collector, yesterday, represents 
additional income and excess profits 
taxes due for the years of 1917-18 and 19. 
Payment of the tax ends a lengthy con- 
troversy between the department and the 
corporation over the exact amount of 
taxes due for the years named. Mr. 
Sloan explained that these additional tax 
payments for back years are largely 
taken care of by a special reserve which 
the corporation has been carrying on ac- 
count of the possibility of additional tax 
assessments. 
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. —" “" est ° 5 Imp. Sedan 1,695 | LINCOLN 3120 
ass0 > aegrine 2:975 | DODGE BROTHERS — a $4,000 f 3170 
— 2448 2-p Roadster $ 795 8B 4580 7-p> ‘Touring. 4,000 F 8270 
CHANDLER “35” 2538 2-p Special Roadster oor 8350 4-p paaen ater ven | ae 4 ag SE 
3090 2-p Roadster Tits | sees 6 Bee Roecrine | tek | 385 > Brougham 1,895 | 4780 4-p 4°600 
2642 5-p Spec. Tou 3620 5-p Broug 4750 4-p 
3085 5-p Sport Touring 1,545 2497. 2-p Sport ae 880 3480 4-p Cabriolet 2,095 4885  4-b 4,800 F 3399 
$223 7-p Touring y tt 2617 4- Sport Touring 880 3620 65-p Imp. Sedan 2,095 4760 65- 900 F 3400 
3498 5-p 20th C’y Sedan 1,590 +4 a 845 3040 72> Boden 2°795 - fen 5,100 B 3550 
3309 5-p Brougham 1,695 2589 2-P ices. Coupe 895 9 D 489 a> 5,300 
3525 6-p Met. Sedan 1,898 as. #4 wel 895 GRAY 4945 D 
3594 7-p Sedan , ‘ 945 s6q9 
2,095 | 2888 5-p Spec. Sed. LE 
3594 7-p Berline 2920 S-p Del. Sedan 1,076 1755 4 | a a coos on “Jr.-8” ai 
CHEVROLET “x” DUESENBERG — - ° 3100 2-p Roadster 2,150 75¢ 
ue ER Reeder gy straight “6” — go00 $5 Rourine” | i 
1 -p . . upe 
2030 © 2-p Utility Coupe 645 | 3920 2-p Roadster tT] 5-p Touring Ee... 3400 pone 2,235 § OA) 
2130 5-p Coach $46 7. 6|6SS Dh $6,650 3800 5-p Sedan _.......... > Brougham 2, 285 
ottisinn 5-p Landau Sedan 765 tT HE Shes aoree ; HUDSON - —_ “99” 250 
CHRYSLER “58” 4500 7p Sedan t 3365 %-p Phaeton 9 oooh. 4660 4-p Sportif Tour. 5,60 2615 
$890 d ‘ uote 8405 5-p Coach 1,095 4600 4-p Roadster ett 276: 
2265 2-p Roadster 845 tManufacturers o not 4q 3495 4-p Brougham 4d, 1/395 4980 4-p Coupe 6,9 ; 2885 
2405 2p Club. Goupe 9 Beeenens 3645 7-p Sedan 1,550 | §040 5-p Victoria ided) 750 01] 
-p ; “i Sed. (divide ’ 
2510 56-p Coach . +43 DU PONT “Dp” HUPMOBILE 5000 7p Cabriolet re ' 
2570 5-p Std. Sedan 3300 2-p Roadster $2,600 “A” 5105 7-p Suburban Ut 223: 
eanese 3550 5-p Touring ry 2620 6-p Touring $1,325 4960 6-p Brougham 7,60 eS 
60 3800 %-p Touring 2,750 2800 5-p Sedan 1,385 244! 
2575 6-p Touring wets 3550 6-p Touring Sedan 3,400 2800 4-p Coupe 1,385 “48m iS 
_— 2 1:165 | DURANT ‘adie “e-2” 5280 4-p Sportif Tour. $7.46) 9 M6 
2780 5-p Coach 1,195 . 5-p Touring soas | Seto 05 ROUTINE um, SO heel 
2840 6-p Sedan | BS ER Bose Rounine * $55 | Hel £2 Touring Hos | g630 gb victors yan ate Be 
. ——- ae | 2-4-p oadster , ham 1 
2806 4-p Roadster $1,625 2480 4-p Spec. Coupe see | Sees > Sedan 2,345 | 6868 = On ortiaie 10,300 Ty 
o ’ " ~ er ne , 
2596 Sp Coach” 1,395 | 2710 6-p Spec. Sedan 995 | 3580 = =66-p 
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Prices and Weights of Current Passenger Car Models 





eco 
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HIP 7 
wT. PASS. BODY STYLE. PRICE 
McFARLAN “6” : 


“Sv” 

00 2-p Roadster $2,650 
_ 2-p Spec. Roadster 2,900 
3600 5-p Touring 2,650 
<a 7-p Touring 2,750 
a 5-p Brougham 4d. $3,180 
3850 4-p Coupe 3,180 
3850 5-p Sedan 3,180 
inant 5-p Spec. Sedan 3,180 
8850 7-p Sedan 3,280 
inti 5-p Sub. Sedan 3,380 
eanene 7-p Sub. Sedan 3,480 

ory” 

4000 2-p Roadster $5,400 
4600 4-p Sp. Touring ,600 
4900 4-p Coupe 6,720 
§200 4-p Tour. Sedan 6,720 
5200 7-p Tour. Sedan 6,810 
leaded 6-p Sedan 6,720 
canals 7-p Sedan 6,810 
indies 7-p Spec. Sedan 6,810 
seahianen 7-p Enc. Sedan 7,110 
vee 7-p Sub. Sedan 7,110 
5200 7-p Town Car 9,000 

“Straight 8” 
oo 2-p Roadster $2,650 
ues -p Roadster 2,900 
acitbes 5-p Touring 2,650 
iateaien 7-p Touring 2,750 
dane 5-p Sedan 3,18 
iets 5-p Sub. Sedan 3,380 
nian 7-p Sedan 3,280 

7-p Sub, Sedan 3,480 

eidiaen 4-p Coupe 3,180 
i cteiiee 5-p Coach Broug. 3,180 
laine 5-p Town Car 4.600 
MARMON aman 
ladies 4-p Speedster $3,295 
3827 2-p Speedster 3,295 
3604 5-p Phaeton ,295 
3704 7-p Touring ,295 
4080 5-p Std. Brougham $8,295 
3983 2-p Std. Coupe 3,295 
3937 4-p Victoria 3,295 
4065 5-p Sedan 3,295 
4243 7-p Sedan 3,379 
4080 5-p Spec. Broug. 3,395 
4065 5-p Spec. Sedan 3,395 
4243 7-p Spec. Sedan 3,470 
4031 5-p Sedan De Luxe 3,775 
4175 7-p Sedan de Luxe 3,850 
4100 5-p Sedan Lim. 3,900 
4215 7-p Sedan Lim. 3,975 
MOON 

Series ‘‘A”’ 
2600 5-p Roadster $1,395 
inet 5-p Roadster nanan 
2560 5-p Routing 1,195 
2720 5-p Cab, oadster 1,695 
2710 5-p DeL Brougham 1,395 
2860 5-p DeL. Sedan 4d, 1,545 

London 

3270 5-p Sp. Touring $1,985 
3290 7-p Touring 1,985 
3590 5-p Petite Sedan 2,540 
NASH 

“Light Six’ 

2210 6-p Touring $865 
2410 5-p Sedan 995 
“Special’”’ 

2870 2-p Roadster $1,115 
2960 6-p Touring 1,135 
2980 4-p Roadster 1,225 
3030 §=62-p )=3—Ss Business Coupe 1,165 
3120 6-p Sedan 2d. 1,215 
3170 5-p Sedan 1,315 
8270 5-p Sedan 4d 1,445 
“Advanced” 

(121 in. W. B.) 

3390 4-p Roadster $1,475 
3400 5-p Touring 1,340 
“Advanced” 

(127 in. W. B.) 

3480 7-p Touring $1,490 
3640 4-p Victoria 1,790 
3750 = §-p Coupe 4d, 1,990 
3830 7-p Sedan 2,090 

OAKLAND 

s6@9 
2600 4-p Sp. Roadster 1,175 
2500 5-p Touring 1,025 
2640 5-p Coach ,095 
2615 3-p Landau Coupe 1,125 
2765 5-p Sedan 1,195 
2885 §-p Landas Sedan 1,295 
OLDSMOBILE 
' “30” 
2235 5-p Touring $875 
Seiad 4-p DeL. Roadster 975 
2445 §-p = Del, Touring 980 
a 2-p Coupe 925 
2460 5-p Coach 950 
sczxz=Ct(‘<= SPS CDe ~Luxe Coupe 990 
2660 5-p De Luxe Coach 1,040 
35 =66-p §©Sedan 1,025 
735 5-p De Luxe Sedan 1,115 


July r, 1926 








SHIP 
WT. PASS. BODY STYLE. PRICH 
OVERLAND 

**96"" 4 
“ne “eds Touring $645 
— 2-p Coupe 735 
2075 5-p Sedan 735 

9)" 4 
1919 5-p Touring $495 
2202 -p Std. Sedan 2d 695 

**93"" 6 
2395 5-p Touring $895 
2397 2-p Coupe 895 
2443 4-p Std. Sedan 935 
PACKARD 

hd | he 

(126 in. W. B.) 
3643 4-p Roadster $2.785 
3653 5-p Phaeton 2,585 
3753 4-p Coupe 2,585 
3937 5-p Sedan 2.585 
(133 in. W. B.) 

3793 - Touring $2,785 


Club Sedan 2.725 
Sedan Lim, 2.885 


(136 in. W. B.) 


4060 4-p Runabout $3,950 
4090 5-p Phaeton 3,750 
4242 4-p Coupe 4,650 
4528 5-p Sedan 4,750 
(143 in. W. B.) 
4199 7-p Touring $3,950 
waniaiisine 5-p Club Sedan 4,89 
4655 7-p Sedan 5,000 
4710 7-p Sedan Lim. 5,100 
PAIGE 
«6-72 
(125 in W. B.) 
3500 65-p Std. Sedan $1,495 
3615 5-p Sedan De Luxe 1,670 
3475 4-p Cab Roadster 2,295 
3740 7-p Sedan DeLuxe 1,995 
3825 7-p Limousine 2,245 
(115 in. W. B.) 
3055 5-p Brougham $1,295 
PEERLESS 
**g.72" 
((126% in. W. B.) 
3175 5-p Touring $1,895 
3425 5-p Coupe 295 
3500 5-p Sedan ,395 
(133% in. W. B.) 
3275 2-p Sp. Roadster $2,195 
3300 7-p Sp. Touring 1,995 
3700 7-p Sedan 2,595 
3825 7-p Limousine 2,695 
3575 5-p De Luxe Sedan 2,795 
3650 7-p De Luxe Sedan 2,995 
**6-80” 
2800 6-p Phaeton $1,395 
2895 5-p Roadster 1,495 
in dita Coupe Roadster 1,565 
2950 5-p Sedan 1,495 
3140 5-p Std. Sedan 1,595 
id: <n Sport Sedan 1,795 
3140 5-p De Luxe Sedan 1,795 
**8.69°" 
3675 — Roadster $2,995 
3950 5-p Sedan 3,495 
4025 7-p Sedan 3, 
4100 7-p Ber, Limousine 3,795 
PIERCE-ARROW 
80” 
3245 -p Runabout $2,895 
3300 -p Phaeton 3,095 
3425 7-p Phaeton 2,895 
3470 -pP Coach 2d. 2,995 
3525 5-p Coach 4d. 3,250 
3620 7- Coach 3,350 
3375 -p Coupe 3,695 
3480 -p Sedan 3,895 
3600 7-p Sedan 3,995 
3655 7-p Enc. Dr, Lim. 4,045 
3675 -p Lim, Coach 3,450 
#339 
4350 2-p Runabout $5,250 
4500 4-p Touring 5,250 
4590 7-p Touring 5,250 
4730 3-p Coupe 6,800 
4800 4-p Sedan 6,900 
4960 7-p Sedan ,000 
4750 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4350 7-p Limousine 7,000 
5060 7-p Enclosed Lim, 7,000 
4780 7-p French Lim 7,000 
4730 6-p Landaulet 7,000 
PONTIAC 
2270 2-p Coupe $825 
2335 5-p Coach $25 
REO 
sor .g”? 
3375 2-p Roadster $1,665 
3182 5-p Sp, Touring 1,395 
3365 2-p Coupe 1,495 
3365 2-p Spec. Coupe 1,565 
3515 5-p Se 4d, 565 
3565 5-p Syec. Sedan 1,745 














SHIP 
WT. PASS. BODY STYLE. PRICE 


REVERE 
$05 
3900 2-p Sp. Roadster $2,750 
3975 4-p Speedster 2,750 
4050 5-p Touring 2,750 
4300 5-p Sedan 3.800 
ss? 
3700 -p Roadster $3,200 
3800 4-p Sportster 3,200 
3970 5-p Touring 3,200 
4400 -p Sedan 4,000 
RICKENBACKER 
‘eD”” 
3038 5-p Touring $1,750 
3068 7-p Touring 1,795 
2953 4-p Roadster 1,795 
3116 -p Coupe-Sedan 1,495 
3202 5-p Brougham 1,795 
3092 4-p Coupe Roadster 1,920 
3040 4-p Coupe De Luxe 1,995 
3317 5-p Sedan 1,995 
3353 7-p Sedan 2,195 
“B-38” 
3227 4-p Roadster $2,195 
3315 6-p Touring 2,150 
3355 7-p Touring 2,195 
eniinen 4-p Sup. Sp. Road- 
ster 3,250 
3445 5-p Coupe Sedan 2,095 
3486 5-p Brougham 2,295 
3345 4-p Coupe Roadster 2,320 
3440 4-p Coupe DeLuxe 2,395 
3603 5-p Sedan 2,495 
3640 7-p Sedan 2,595 
oisiene 4-p Sup. Sp. Sedan 56,000 
RO **6-50-55" 
ween 5-p Spec. Tourer $1,295 
oni 5-p Spec, Sp.Tourer 1,395 
oumnenn 2-p Bus. Coupe 1,395 
oben 5-p Coupe 1,395 
one 5-p Sedan DeLuxe 1,695 
“6.54-E”’ 
cainnieieae 4-p Roadster $2,385 
eneinnne 4-p Tourer 1,985 
enaenene 4-p Sport 2,285 
annie 7-p Tourer 2,285 
enue 3-p Cabriolet 2,750 
eummntie 5-p Sedan .950 
*64.95-E”’ 
“Custom Built” 
anes 2-p Speedster $3,485 
ennieue 3-p Sport 3,285 
ene 4-p Tourer 2,985 
“8-88” (138 in. W. B.) 
ee, 4-p Roadster $2,750 
wees 5-p Sport 2,750 
aeaen 5-p Tourer 2,495 
eae 7-p Tourer 2,585 
seus 2-p Speedster 2,985 
eienen 5-p Sedan ,995 
omen 3-p Cabriolet 2,950 
eatin 5-p Spec Sedan 3,48 
cauubienn 7-p Sedan (136 in. 
W. B.) 3,285 
eusaues 5-p Brougham 2,895 
“8-80” (126 in. W. B.) 
2950 2-p Roadster $1,895 
3150 2-p Coupe 1,985 
3580 5-p Sedan 1,985 


ROLLS-ROYCE 


Manufacturers do not quote list 

prices, 
STANLEY 

**962"" 
3600 5-p Phaeton $2,650 
4000 5-p Sedan 3,400 
STAR 

“64s 
1885 5-p Touring $540 
1915 2-p Coupster 610 
1965 2-p Coupe 675 
2100 5-p Coach 695 
2257 5-p Sedan 4d. 795 

Standard “$” 

2025 5-p Touring 725 
2160 2-4-p Sp. Roadster 910 
2045 2-p Coupster 745 
2100 2-p Coupe 820 
2245 5-p Coach 880 
2345 5-p Landau Sedan 975 
STEARNS-KNIGHT 

“B-4" 
3475 4-p Touring $1,595 
3475 5-p Touring 1,595 
3495 2-p Sport Coupe 1,795 
3650 4-p Coupe 1,995 
3725 5-p Sedan 2,095 
3725 5-p Brougham 2,095 

ely | 5 ‘ah 
3610 4-p Touring $1,875 
3590 5-p Touring 1,875 
3550 2-p Sport Coupe 2,185 
3875 4-p Coupe ,35 
3775 5-p Sedan 2,475 
3780 5-p Brougham 2,475 





SHIP 


WT. PASS. BODY STYLE. PRICE 
STEARNS-KNIGHT (Continued) 


**95"" 
3770 2-p Roadster $2,750 
3775 4-p Touring 2,395 
3735 5-p Touring $2,395 
3895 7-p Touring 2,495 
4035 5-p Sedan 2,750 
4035 5-p Brougham 2,750 
4020 4-p Coupe 85 
4090 5-p Sport Sedan 3,050 
4200 7-p Sedan »150 
STUDEBAKER 
Standard Six 
2700 3-p Du. Roadster $1,125 
2765 3-p Sport Roadster 1,295 
2830 5-p Du. Phaeton 1,145 
2875 3-p Country Club 1,295 
2945 5-p Coach ,195 
3115 5-p Sedan 1,295 
a 5-p Sedan 1,395 
Special Six 
3380 8-p Du. Roadster $1,395 
3600 4-p Sp. Roadster 1,595 
3495 5-p Du. Phaeton 1,445 
3470 5-p Coach 1,445 
3685 4-p Victoria 1,750 
3620 5-p Brougham 1,795 
3875 5-p Sedan 1,895 
Big Six 
(120 in. W. B.) 
3270 3-p Du. Roadster $1,495 
3400 4-p Sport Roadster 1,645 
3405 5-p Sport Phaeton 1,575 
3510 5-p Club Coupe 1,650 
3680 5-p Sedan 1,895 
(127 in. W. B.) 
3630 7-p Du. Phaeton $1,775 
3910 5-p Brougham 44d. 2,095 
3945 7-p Sedan 2,145 
4080 7-p Berline 2,225 
STUTZ 
‘*A-A” 
4164 2-p Speedster $2,995 
4175 4-p Speedster 2,995 
4390 5-p Brougham 2,995 
4416 5-p Sedan 2,995 
4273 4-p WVic. Coupe 2,995 
4286 2-p Coupe 2,995 
VELIE 
“60” 
3030 4-p Sp. Roadster $1,495 
3025 5-p Club Phaeton 1,450 
2908 3-p Coupe 450 
3175 5-p Sedan 1,450 
3340 5-p Royal Sedan 1,785 
3350 poet De Luxe Sedan 2,150 
WILLS SAINTE CLAIRE 
*“B-68” 
3500 7-p Phaeton $2,900 
3520 5-p Sedan 3,100 
3635 7-p Sedan 3,300 
“C-.68” 
3350 4-p Roadster $2,900 
3450 4-p Gray G, Trav. 2,900 
3600 5-p Sedan 3,200 
“D-68” 
3550 4-p Gray G. Trav. $3,000 
3450 4-p Roadster ‘ 
3625 4-p Cab. Roadster 3,950 
3800 5-p Std. Sedan 3,450 
3825 7-p Sedan 3,650 
3820 5-p Brougham 4,050 
3710 5-p Spec. Sedan 3,450 
3875 7-p Enc. Limousine 3,650 
“W-6” 
3650 7-p Phaeton $2,600 
3410 4-p Roadster 2,600 
3550 -p Gray G. Trav. 2,600 
3680 5-p Sedan 2,800 
3765 5-p Vogue Sedan 2,900 
3775 7-p Sedan 3,000 
3835 7-p Enc, Limousine 3,085 
“T-6” (127 in. W. B.) 
3675 5-p Traveler $2,700 
3580 4-p Roadster 2,700 
3750 4-p Cab. Roadster 3,650 
3900 5-p Sedan 3,160 
4075 7-p Sedan 3,250 
4080 7-p Limousine 3,350 
3920 5-p Brougham 3,750 
3810 5-p Spec. Sedan 3,150 
WILLYS-KNIGHT 
**66" 
3323 2-p Roadster $1,850 
3395 5-p Touring 1,750 
3566 7-p Touring 1,950 
3582 5-p Coupe Sedan 2,095 
3604 4-p Coupe 2,195 
3686 5-p Sedan 2,295 
3822 7-p Sedan 2,495 
“70” 
2846 5-p Touring $1,295 
eostonen 2-p Coupe 1,395 
23853 5-p Sedan 1,395 
3050 5-p Sedan 1,495 
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The fact that you will find 
Lockheed-Hydraulics on fully 
one-half of all chassis models 
made in America means: 


Ist, that approximately 
one-half of all the motor car 
engineering organizations in 
America have approved Lock- 
heeds; and 


2nd, that Lockheed Hydrau- 
lics are the only four wheel 
brakeswhich have received any- 





oe 





thing like general approval of 
American motor car engineers. 


The approval of the engineers 
is reflected by the attitude of 
the public. 


A recent questionnaire reveals 
that more than twice as many 
owners of cars equipped with 
two-wheel brakes, favor Lock- 
heed Hydraulics as against all 
the various kinds of mechan- 
ical four-wheel brakes. 


HYDRAULIC BRAKE COMPANY, DETROIT, U.S. A. 
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E-R— External rear wheels 
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Tie New 
Idea that is Abroad in the Land 


Unprecedented Thousands Now Turning 
to the New Cadillac for the Only 
Thing That Really Counts 





















































What is this thing which is making. new thou- 
sands turn to the new, 90-degree, eight-cylinder 
Cadillac and registering sales records unprece- 
dented even in Cadillac history. 

It is people’s minds and people’s pocketbooks—it 
is the different kind of days and weeks and differ- 
ent kind of hours and months which people enjoy 
in the new Cadillac—it is a turning away from 
the old idea that any sort of motor transportation 
will do to the sounder idea that the kind of 
transportation is the only thing that really counts. 


It is a reaction and a revulsion away from 
the type of motoring which made the miles 


uncertain and miserable and costly. 


It is a widespread awakening to the realization 
that there is no substitute for the satisfied 
thoughts which Cadillac engenders—for the zest- 
ful, restful miles and the easeful hours, days, 
weeks and months—for the only worth-while 
things in motoring and the things which alone 
spell value. 


Cadillac is entering upon a new era of expansion 
and appreciation for the quite simple reason that 
more people than ever before have come to real- 
ize that while a motor car may be only a motor 
car, a Cadillac is always a Cadillac. 


Priced from $2995 upward, f. 0. 6. Detroit 
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DIVISION OF GENERAL MOTORS CORPORATION 
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McQUAY-NORRIS 


—the only complete line 
of motor pute 
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McQUAY-NORRIS MANUFACTURING COMPANY 


General Offices: ST. LOUIS, U. S. A. 
Factories: ST. LOUIS, INDIANAPOLIS, CONNERSVILLE, IND.; TORONTO, CAN. 
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HERE is a difference in “free air serv- 

ice!” Have you ever driven up to a sta- 
tion, removed your valve caps and then 
found out that there wasn’t enough air for 
a bicycle tire? 


The unreliable kind of “free air service” 
sends customers away; the dependable 
makes sales and promotes good will. 
Brunner introduced the air compressor for 
tire inflation to the automobile industry 
over 20 years ago. Since then over 75,000 
Brunners have been inflating the world’s 
tires and helping to make sales for their 
owners. 














A Brunner will maintain pressure in your 
air lines at all times and will do it economi- 
cally for many, many years for you, just as 
it has for thousands of other owners. A 
complete description of all models of 
Brunner profit earning equipment is in our 
catalog. Use coupon below. 







































BRUNNER MANUFACTURING CO., Utica, N. Y. 
SAN FRANCISCO TORONTO, ONT. KANSAS CITY, MO. 
—— a ene a OR : ‘! | e 


This model is inflating 
more tires than any other 
' oe in the world 
} today, 


BRUNNER MFG. CO., 
UTICA, N. Y. 


Gentlemen: Dept. M.A. 


Please send me the catalog on BRUN- 
NER AIR COMPRESSORS. 





Name ies. caida nied taainiainneiieaniacenin latins 


Address.................. acti libintadatabeaiitaitanesesnenn 
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Crescent- 
Smith & Hemenway 
complete line of 
mechanics and 
electricians tools 
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Tools for electrical work 


—now made and guaranteed by the 
“Originators of the Crescent Wrench” 


Every hardware dealer knows the sell- 
ing power of the name “Crescent” on 
wrenches and pliers for general mechani- 
cal use. It is built on a firm foundation 
of sound workmanship in design and 
manufacture. It has been strengthened 
and reinforced by a consistent program 
of national advertising. 


You can now put the same selling power 
back of side cutting pliers, needle nose 


pliers, flat nose pliers, wire splicers, snips, 
and similar tools. The “Crescent -Smith 
& Hemenway” line is backed by the 
same guarantee that goes with every 
Crescent Wrench, Plier, or Screwdriver: 
“Crescent Tools are guaranteed to be 
satisfactory in every respect. We author- 
ize all dealers to replace or refund the 
money on any Crescent Tool that does 
not give satisfaction—the purchaser to 
be the judge.” 


CRESCENT TOOL COMPANY 


208 Harrison Street 


Originators of the 
Crescent Wrench 









No. 942 


Diagonal” Cutting Pliers 


Jamestown, N. Y. 
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wa 


The heavy leverage afforded by the design of these pliers, together 
with the keen steel cutting knives, assures a quick,clean cut everytime. 
Knives are tested for silk insulation. Three 5-inch and three 6-inch 
pliers are attached to the display board and sold to dealers at the 
price of the tools alone. No charge for the display board. 
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Everywhere Automotive dealers are 
giving the Burroughs Portable a 
wholehearted welcome. Over 23,000 
are now in use—a considerable per- 
centage by Automotive dealers. Or- 
ders from the automotive trade are 
arriving daily in increasing numbers. 


This machine adds up to $1,000,- 
000.00; has standard visible keyboard 
and one-hand control. It is very sim- 
ple to operate. Because of its con- 
venient size it is easily carried to 
wherever required in the showroom 
or office and even to the home. 


" § 


| i Burroughs 
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OO LCULATING AND BILLING MACHINES 


ae Delivered in USA 
- Easy terms if desivca 





Built by 





Craftsmen 
Backed by 
Burroughs 
Service 


For use on the accessory counter, for 
adding cash sales of parts, for taking 
inventory of stock, for checking sales 
of gas and oil, for itemizing repair 
jobs and in the general figuring work 
for every department this machine 
has no equal. 


Behind it are Burroughs guarantees, 
Burroughs service and the greatest 
value in figuring equipment ever of- 
fered. The price is only $100—easy 
terms if desired. 


Call the nearest Burroughs office or 
mail coupon for free demonstration. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT, MICHIGAN 
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The Automotive 
Dealer Was 


- Waiting for the 


rroughs 


Portable Adding Machine 





Mail This 
Coupon Today 


Burroughs Adding Machine Co. 
6317 Second Boulevard, 
Detroit, Michigan 
I would like to have a free dem- 
onstration of the Burroughs | 


Portable Adding Machine. 
Name 
Street 
City 
ee 














BOOKKEEPING : CALCULATING AND BILLING MACHINES 
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This simple feature makes ‘ 
INDIA. balloons better MEE: 
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INDIA perfected and paten 
balloon tire construction shown 
above—six plies of cord fabric at 
tread, five plies at shoulder, and 
four plies at sidewall, and most sizes 
of INDIA balloons are built in this 
manner. Only INDIA quality of 
materials, design and workmanship 
make such a balloon tire feasible. 


INDIA also make four ply and six 
ply balloons in some sizes but 
recommend the exclusive INDIA 
construction as the ideal balloon 
tire—giving proper flexibility of 
sidewalls to stand constant flexing 
at high speeds and low pressures, 
with a tread to safely withstand 
punctures and give long wear. 


So INDIA balloons give the INDIA 
dealer an exclusive means of getting 
the balloon tire replacement busi- 
ness in his protected territory. 


INDIA 


TIRES 


INDIA TIRE & RUBBER CO.z., @VAKRON, OHLO 


a ae 














56 MOTOR AGE July 1, 1926 


kis 


eine le nee 


Bee Nase aa oN MORO BEES Ro ONE SCR ALITA CRISS RECO 










Bo. 
te 


COOPER 


be 
No omebac DASH CONTROL 
& Ideal for contro! of 
Cut-out, Heater Valve, 
Choke, Exhaust, etc. 
with Rugged Cooper | == 


it. Always in reach. 


99 














Price $2.50 
A Cooper special Cut-out once sold stays sold. There are no ‘‘come- \ 
backs’’—no complaints on operation—no hard feelings against eer 
shop. A Cooper reflects credit on your business as well as on itself. | 1 
Chatter-proof tongue closes tight, muffling all sound. } TEN SALES BOOSTERS 
The extra heavy flapper and spring effectively shut exhaust gases from 1. Ascientifically designed engine tester. 
the muffler. There is no danger of chattering from gases seeping— . 2. Blows out loosened carbon. 
no clogging of the exhaust. Never built as a noise maker. Cooper is : 3. Easily installed without severing or 
a scientifically designed engine tester that warns the Ford owner in- weakening exhaust pipe. 
stantly of carbonized plugs, faulty ignition, or pending engine trouble. 4. Ruggedly made with extra heavy flap- 
Get in touch with your jobber and learn what real profits are made per and spring. 
with Cooper. Price $2.50 to $5.00. 5. Chatterproof, silent when closed. 
6. Increases power of motor. 
7. Saves gasoline. 
COOPER MANUFACTURING COMPANY 8. Self sameany, Mud, water and dust 
433 South First Avenue Marshalltown, Iowa a 


9. Relieves back pressure on motor. 
Exclusive Sales Representatives 10. A combination muffler cut-out, en- 
THE FULTON COMPANY, Milwaukee, Wisconsin gine tester and carbon outlet valve 


combined. 









Engine Tester 
and Carbon 
Outlet Valve 
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Dash _ 
Gasoline 
Gauge 


For New 











Model Ford 














Price $3.00 


The Gas Gauge for Millions 





~ Quick Sales for You 


There is only one logical place for a 
gasoline gauge and that is on the 
dash. When the Ford owner has a 
Cooper Dash Gasoline Gauge install- 
ed, he doesn’t have to worry about 
how much gas there is in the tank. 
He knows all the time. 


This gauge, therefore, has a universal 
appeal, is simple in design, easy to 
install, accurate in operation and 
thoroughly reliable. 


Dealers: see your jobber and cash in 


on the opportunity for bigger sales 
and all-year profits. 


COOPER MANUFACTURING COMPANY 
433 South First Ave. Marshalltown, Iowa 


Exclusive Sales Representatives 


THE FULTON COMPANY, Milwaukee, Wisconsin 





Cooper Reserve Valve 


Another Cooper 
leader and profit 
maker—a device 
that warns the mo- 
torist when his gas 
supply is low. Then 
merely open the 
valve and drive on 
the remaining gal- 
lon. Easy to sell. 
Price $1.50. 


Cooper Tire Lock 


A real thief proof lock of the 
complete 100% type. Designed 
to prevent removal of tire, rim 
and carrier from the car. Every 
Ford owner who sees it will want 
one. Price $1.00. 
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The Remarkable Six-80 
$1395 to $1795 


a 
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The Powerful Six-72 


$1895 to $2995 
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N 25 years of activity, the 
Peerless dealer and dis- 
tributor list has never in- 
creased so rapidly. Every 
week sees substantial ad- 
ditions to the long list of high 
grade selling organizations 
that are making their profits 
from Peerless. 


And why? 


Simply because Peerless is 
offering the trade a better, 
broader, more profitable 
franchise than ever before. 
And remember — Peerless 
has always been a money- 
maker for dealers. 


Three great cars—each an 


a illite, at, Fc ctitn Fee Tacit, Fite, Fila Sills a OF iit ll FT cle Tn el ME, AE ST SEES." 


outstanding leader in its field. 


Three price ranges. From 
$1395 to. $1795 for the remark- 
able Six-80. From 31895 to 
$2995 for the powerful Six-72. 
From 32995 to $3795 for the 
famous 90°V-type Eight-69. 


There you have the gist of it. 
Three cars—three price 
ranges—three separate 
chances for business! 


That’s why Peerless is going 
like a house-afire— why the 
Peerless dealer organization 
— Peerless sales — Peerless 
production— Peerless popu- 
larity—are greater than ever 
before. 


PEERLESS MOTOR CAR CORPORATION, CLEVELAND, OHIO 
Peerless has ALWAYS been a good car 
Export Dept.: Fisk Bldg., Broadway at 57th St., New York City + Cable Address: *‘Peermotor, New York” 
Manufacturers of the 90° V-type Eight-69, the Powerful Six-72 and the Remarkable Six-80 
(All Prices F, O. B. Factory) 


If PEERLESS is not represented 
in your locality, write, wire 
or phone at once 
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Why AC Spark 
Plugs— 


Have the biggest demand and 
the greatest sales possibility for 
the dealer. 





| Because— 


The following cars and 124 
others use them as original 
equipment. 


BUICK 
CADILLAC 
CASE 
CHANDLER 
CHEVROLET 
CHRYSLER 
CLEVELAND 
DAVIS 

ESSEX 

FLINT 
HUDSON 
JEWETT 
KISSEL 
MARMON 
McFARLAN 
NASH 
OAKLAND 
OLDSMOBILE 
PAIGE 
PONTIAC 
STAR 
STEARNS-KNIGHT 
WILLS SAINTE CLAIRE 





AC equipment business—today 
more than 50% of the entire car 
production — offers big sales possi- 
bilities because of the assured re- 
placement demand from owners of 
AC-equipped cars. 


Now Popularly Priced 
AC or AC Carbon Proof, 75c 
AC 1075 (for Fords) ....50c 


Heavily advertised through painted 
highway bulletins, national maga- 
zines, newspapers and dealer helps. 


Likewise they are the most proft- 
able for the dealer to sell. 


AC Spark Plug Company 


FLINT, Michigan 


AC-SPHINX AC-TITAN 
Birmingham . Levallois-Perret 
ENGLAND _,. FRANCE 





= 





AC Speedometers 
The AC Speedometer for 
Fords—now $10.00—is a 
full-sized speedometer, reg- 
istering speed, total and trip 
mileage, the same previously 


sold at $15.00. 


AC Air Cleaners 
Prevent dust from entering the en- 
gine through the air intake of the 
carburetor. 


Packed complete with all installa- 
tion attachments—easily mounted 
and reasonably priced. 


AC Ojil Filters 
Positive protection 
against engine wear. 


Keeps the oil clean, 
making it unneces- 
sary to change oil 
every 500 miles. 
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Increase profits by display 


~— wx . 
~ 
~ 
- 


ett ee a on 
Kg, Reeth mending 


at a ‘eo ®t eae 


ie: mee UCU MhUh TC HOR HS 
> se 8 Bes 
ae samme tS ee anil 


ce eene 
ee eee ee 


i i a 
ie ee a 
=_— oe we wee exile wm w 
ee oe oe oe eS 
a 
im: Od “4 
i ai Me al me.e mee 


- y 
Soh ee Re Rane eee ee eee 











AE UMN 


> . i ms - 
i a ; 
cee SRE : a : if 
ae ae : ca a | _—_—_————— 
ceeeaeneensee : a 7 _ 
a Rees y % : mw 6 4 ~ 
ese a < 8 os $ ' “. | 
~.4 = <4 nd ~— 
one. ™’ « 
” % 
j iS . 
>* . ‘ 
, . ‘ . 


Soe 










Parts department of the Savage Motor Co., Ponca City, Okla. A Dodge 
LAPS System and Lupton Display Counter here prove profitable. 


aw ee ee 





LAPS shows parts and sells them 
to owners, garages, and service stations 


WHEN we first designed Lupton 
Auto Parts Systems, we didn’t: re- 


alize what a revolution these systems 
would cause in the parts business. We 
knew that they'd effect new economies 
through efficient storage but we couldn't 


is that it balances your stock, provides 
good display, and thus encourages buying. 


Lupton Parts Systems continually reach 
out for new business by showing your 
trade that you've got the goods. 


Electrical Parts 


Unit: 


bins, 12 drawers and 


foresee that they'd develop into star 
salesmen. 


Now, however, it’s been proved that a 
Lupton System in your Parts Depart- 
ment will actually sell parts. 
Think of that! The reason 


4~ oo hs - 
= & a 

6 18 S032 3 e] 

SQuGuaniaa 


ntains 46 


DAVID LUPTON’S SONS COMPANY 


You can make money on parts with 
LAPS, just as 10,000 dealers are already 
doing. There’s a LAPS System for every 
dealer’s needs, in every community. 


Write us today for full in- 
formation and prices. 


Att ALAA hs 
SSSSSS AAA AG 
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Tool Unit: Ideal 
for tools in shop or in 


7 doven bottles. Efi fam MAIN OFFICE AND WORKS p PHILADELPHIA Parts Deparement. 
gent and brofiab’: Gries = SALES OFFICE: 2631 WOODWARD AVENUE, DETROIT a ae 
5.00 





SOLE MANUFACTURERS OF LUPTON AUTO PARTS STORAGE SYSTEMS 


only $35.00 








July 
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You Want This 


Sale-Starter! 


Ir’s an attention-getter that never fails! 
Dozens of times daily a Ford owner 
comes into your store with no thought 
of buying a timer. He sees this working 
display. It’s only human nature to want 
to see how it works. He turns the crank. 
He watches the contact points make- 
wipe-break. He sees why the Milwaukee 
is the most dependable timer he can buy. 
He’s half sold before you step up to him! 
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The display shows the entire Milwaukee 
| line in actual sizes and also holds a Mil- 

Customer simply turns the knob to : é 

spenate Bile, Se-apnainte ab-tnate waukee Oil-less Timer from stock. 


same “‘Wipe-and-Break’’ principle 
as the Milwaukee Timing System). 





You get this sure-fire salesman free with 
your first order for 25 Milwaukee Timers—Systems, Oil-less, or Rollers 
in any combination you specify, provided all three types are included. 


See your jobber’s. salesman. 


MULILWAUITKIEIE 
TIMING SYSTEM 


for FORDS and FORDSONS 


Put this timing system to any test and watch it 
come through with flying colors. It will operate 
perfectly even with the timing head full of water! 
That's real dependability. Runs on either magneto 
or battery. Needs no oiling, cleaning or attention of 
any kind. Operates on the new “Wipe-and-Break” 
principle. It’s a big seller! Note the low prices below. 
Get lined up for real profits with the complete 


Milwaukee line. See your jobber’s salesman. 
Mitwauxete Moror Propucts, INc., Milwaukee, U.S.A. 
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TIMER HEADQUARTERS~ since 1905 


Milwaukee ‘The New Milwaukee The Bakelite Case 





° e ; ° e x + , 4 
Timing System Oil-less Timer Milwaukee Roller Timer | 
Contact action shoots a ) dable roll e. | 
flaming spray of sparks This timer operates sane ante Foray Loe = \) ; | 
into the cylinders. Each on the same principle brush assembly— precis- =e Qs 
coil builds up its highest as the Milwaukee ion-gauged. Dependabil- . 
voltage and produces Timing System. Self- ity established by many RAY: 
hottest possible sparks. céntering—not affected years of unfailing service hs 
noe oP = by wobbly comahake. in all parts ofthe world. //f; 

500, for all Fordsons— 2 Se, Ona Millions sold. | ! 





: or attention. Oper- 
$8.75. No. 300, for 1925 rfectly through- 
$8. 5 and earlier Fords—$10.00 $2 75 out te! long life. 
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—were bought in the past year, they tell us, by service stations, 
repair shops, and equipment dealers than any other type of 
Brake Relining Machine on the market. This proves how com- 
pletely this machine, with its three-fold operation—fills the 
needs of the trade. Priced within the means of every garage, it 


1, Punches out the old rivets in lining and band— 
2. Drills and counter-sinks the new lining at one operation— 
3. Heads over the new rivets, 


Write for detailed information about this profit-maker. 


ULTIBE STOS 


BRAKE LINING 


THE LINING MOST CAR MAKERS SPECIFY 
ALS9QO 
MULTIBESTOS Taxitrux Brake Lining MULTIBESTOS Busduty Brake Lining 


MULTIBESTOS MULTIBESTOS 
‘*229°""Transmission Lining for Ford Cars Norfolk Transmission Lining for Ford Cars 


MULTIBESTOS MULTIBESTOS 
Special Transmission Lining for Ford Cars Fibre Transmission Lining for Ford Trucks 


MULTIBESTOS MULTIBESTOS Quick Change Bands for 
No-WireTransmission Lining for Ford Cars Ford Cars and Trucks 


MULTIBESTOS Brake Relining Machines MULTIBESTOS Ciutch Linings 


MULTIBESTOS COMPANY, Dept. MA7, Walpole, Mass., U.S. A. 
NEW YORK CHICAGO DETROIT NASHVILLE 


' ; 
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Certainly 
brakes should be on the car | . 
—but out of sight! | 


RAKES are a mighty necessary 
part of any car—but they’re not 
beautiful ! 


And when Budd-Michelin, with all 
its other advantages, hides these un- 
sightly brakes from view— 


puts a shielding disc of steel be- 
tween the brakes and possible damage 
from mud, water and dirt— 


makes the brakes more easily ac- 
cessible for adjustment, and provides 
the greater strength, the greater 
safety of steel— 





no wonder motorists are saying 
“Goodbye, buggy wheels!” 


BUDD 


WHEEL COMPANY 
Detroit 











Why BUDD-MICHELIN WHEELS are seen but not heard 


... There can be no noise be- 
tween disc and rim because 
they are permanently joined— 


Tightening the cap nuts brings 
disc and hub together with a 




















: DISC tension like the compressing of 
practically one piece. a a spring. Prevents any chance 
... Lhe hub cannot cause % STUD of noise here. 

— it 1s a one-piece a HU ... The holes in the disc can- 
; | not be worn egg shape by the 
... The diagram shows how | = studs. The studs cannot be 


the mounting of the disc on the 
hub prevents any play or noise. 
The disc does not touch the 
studs—the cap nuts carry it. 





sheared off by the disc. The 
cap nuts cannot work loose be- 
cause they are in effect self- 
locking. 





ee a a 
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Everywhere now you see new Biflex Superb bumpers by the thousands! Originally designed 
for costly cars, they have in a few short months, won outstanding preference among owners 
of almost every make of car. 

The growing popularity of the Superb ts, indeed, visible evidence of the fact that the American 
Motorist does demand real safety, because this latest Biflex product is the full realization of 
all Biflex ideals in building bumpers to safeguard life in great emergencies. 

Like all Biflex bumpers it is a cushion bumper built on the tension principle. It absorbs shocks. 
Itis really a big live steel spring of great resiliency that dissolves tremendous blows within itself. 


THE BIFLEX CORPORATION, Waukegan, Illinois 





r  Biflex Superb 


has scored such a sensational success 





Biflex is standard equipment on many of the best motor cars. If not on the 
car you sell, there is a Biflex jobber near you—he can supply you. Insist 
upon utmost safety for your customers— Biflex front, rear or ‘‘Reargards’’. 









To Save Your 
Life You Can’t 
Get Better 
Protection 











Billex 


Cushion Bumper 
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CONSTANTLY 


IMPROVED __ | 


There is only ONE Duco—DU PONT i g 2 = 
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SHOCK ABSORBERS 











EBOUNDS from depressions instantly 
checked. No set spots where they will 
function and others where they will not. 
Spring control is constant with Burd-Gilmans. 


Motor car and accessory dealerswho 
are most interested in customer- 
satisfaction are selling Burd-Gil- 
mans. Write today for information, 
literature, and trade discounts. 


CWT © 


BURD HIGH COMPRESSION RING CO. 
Makers of the Famous Burd Piston Rings 


ROCKFORD, ILLINOIS 


THE ORIGINAL SNUBBING DEVICE WITH THE STEEL CABLE 
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Trade Mark Reg. | 


FAN BELTS 


There are no long periods of idle stock with Rie Nie Fan 
Belts. No hold-over from one year to another. Replacements 
are continuous—profits are steady. 

Better fan belts than Rie Nie are not made. It’s gratifying 
to know that each customer who leaves your store with one is 
a customer well satisfied. Rie Nie quality sees to that! These 
better-made belts are constructed scientifically of rubber satur- 
ated fabric, strong and durable—they are oil, heat and water- 
proof—ready for a long life of dependable service. 

The investment in Rie Nie Fan Belts is moderate because 
fewer sizes are needed to service all cars. A liberal profit margin 
is allowed. 

The summer touring season presents great sales possibilities. 
Suggest to your customers the idea of carrying a spare fan belt. 
It’s good judgment and the cost is conducive. It will double 
your fan belt sales. If your jobber can’t supply you, write us 
direct. 































Manufacturers since 1910 of quality automotive products that SELL. 
RIE NIE AUTOMOTIVE PRODUCTS 


Air Brakes Enamel (Air Drying) Graphite (Flake and Pow- Polish (Auto Body) Rubber Filler and Cement 
All in One Dressing Enamel (Rub On) dered) Radiator Cement Rubber Splicing Compound 
Battery Paint Tem Males Leather Dressing . Red Tip Blowout Patch Spring Lubricant 
Bearing Blue Fricti 1 Lucky Star Casing Patch Radiator Hose Tire Mica 
Blowout Patches for Balloon see sage Metal and Nickel: Polish Rubber Cement (Cold Patch- Tire Paint 

and High Pressure Tires Gasket Cement Patches (Repair Kits) ing) Tire Tale 
Clutch and Brake Compound Gasket Shellac Pedal Pants Rim Paint Valve Grinding Compound 
Cowl Ventilator Gaskets 


Varnish (Clear Auto) 
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Curtis Silence 
due to the Exclusive 




















Curtis Design 
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Noise is not muffled 
but prevented 


Just a simple means of elim- 
inating the whistling of an 
intake. The air is first 
drawn into the base of the 
compressor through several 
small openings, then proper- 
ly conducted from the base 
tothe cylinder. This is not 
so much a multler as a pre- 
venter of noise. Thoroughly 
simple, but at no expense 
of efficiency. 





Large disc valve 
insures a perfect seat 


A noisy valve mechanism 
would not be made by an 
engineer who knows the 
troubles of the garage and 
service station man. Curtis 
finds it worth while to make 
disc valves of special alloy 
metal, to grind them to a per- 
fect seat, to provide large 
area openings and to go to 
this extra trouble just so the 
operator can “hear himself 


think.” 
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Silent and efficient operation is not an accidental 
combination. It is due always to superior design. 
Superior design is the mark of good engineering, 
and good engineering produces efficiency as well as 
silence. That is why the remarkably silent Curtis 
is also the remarkably efficient Curtis, as the entire 
automotive industry knows. 


Curtis Pneumatic Machinery Co. 
1957 Kienlen Avenue, St. Louis, Mo. 




















§ CURTIS Pneumatic Machinery Co. _ SESS ee 


§ 1957 Kienlen Ave.. ST. LOUIS, MO. 
518 U Hudson Terminal, New York City. 


Please send me full information about Curtis t oo 


Air Compressors. 


Name 








City 


State 


Address 
Ci Send information about Air and Water Stands 





ee sine, 
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Squeak! Squeak! Squeak! 


You've heard them—the cars that ignore the squeaks. But do you 
ever stop, and think that every squeak is a call to you to make a profit? 


Every squeak is the cry of a grease thirsty bearing for lubrication. If 
that cry is neglected Old Man Wear gets in his dirty work. Soon there 
is a big repair bill. Eventually a good car dies an early death on the 
junk pile. 


It takes but a moment to call the owner's attention to the squeak and 
its results. Nine times in ten it means a profitable greasing job for you— 
and often a sale of replacement fittings and parts. 











Join hands with Larkin-Thuro and pick the profit out of squeaks. 
Larkin-Thuro Equipment puts the grease where the squeak is—forces it 
to every part of the bearing under pressure. | 


Ask your Jobber about Larkin-Thuro fttings, and 
compressors. He'll show you how to make greas- 
ing service proftable. 


The Larkin Automotive Parts Co. 


2067 Home Ave. Dayton, Ohio 







































































\ l ) Larkin-Thuro High Pressure 
WN M Lubricating Equipment is 
, WT made exclusively for repair 
DO A Sag ~aee and replacement parts on 
ae @ 7” a are any car or truck that is 
/ o equipped with Alemite or 
| 1 YY, CL LE: Zerk Systems. 
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BELTS 


“The Standardized Fan Belt” 
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| 4 times out of 5 you'll 
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inter- 
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fan belt 
good will is what builds business. 


new belt, you 
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ee a hot engine, 
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find an outworn, 
erve your customer 
ests. That builds good w 
Made by the World’s Largest Manufacturers of Fan Belts. 


When you s 
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the hood 


S 








Your Jobber will supply 
this display stand 
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Value 


(With Apologies to Nash) 


X JE INTERPRET the slogan of this fine 

Car in its adaptation to KEYSTONE, 
which today is admired and used in a market 
ever widening through appreciation of valite 


alone. 


NASH and KEYSTONE are good friends. 
Everywhere this fine cap rides the radiator 
front of thousands of NASH cars, the com- 


plete expression of a unity of mechanical 
perfection. 


The attractive KEYSTONE designs- with 
their approvel utilities and real engineering 
features have attained a national reputation. 









in Radiator Cap © 


HES 


rADIAT 
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KEYSTONE 
SENIOR 


$450 


The familiar KEYSTONE Eagle and Eaglet 
Models—the popular KEYSTONE Senior 
and Junior Models (plain, bar and ball types) 
and the distinctive KEYSTONE Senior and 
Junior DeLuxe Models (with genuine Onyx 
balls) are all available in sizes to fit any car. 


Ask your jobber about Keystone Caps 


THE NORLIPP COMPANY 


568 West Congress Street Chicago, Illinois 


ONE 


LOCKING 


‘OR CAPS 
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ROMBERG 


/ SUPEF 


4 SHOCK ABSORBERS 





>» 


TROMBERG 
Special 

CARBURETORS 
The onlycarburetors built 
special for each model of 
engine. Give that com- 
i plete satisfaction desired 

by all car drivers. Maxi- 
mum power — quickest 
pick-up — smoother run- 
ning at all speeds—great- 
est economy. For best 
results recommend and 
sell Strombergs. 


STROMBERG MOTOR DEVICES CO., 68 EAST 25TH ST., CHICAGO 


NEW YORK BOSTON 
760 Commonwealth Ave. 


Direct Factory Branches 








517 West 57th St. 






i. is no doubt about the efficiency of Stromberg Super 
Shock Absorbers. There is no doubt about their superior 
comfort-giving qualities and their exacting control of the 
springs’ action under every condition of driving, assuring to 
the user the greatest riding and driving ease—over the rough- 
est roads—no matter what make of car or type of tire. 


READ THE TWELVE FEATURES BELOW—They tell conclusively 
why Strombergs sell quickly and satisfy customers, with no come-backs to 
you. Then write for full particulars about the full line of famous Stromberg 
Automobile Necessities, our sales helps, and our National advertising cam- 
paign in the Saturday Evening Post and other magazines. 


TWELVE SPECIAL FEATURES 


1—Designed on a new and better 
principle. 

2—Regulate spring action to exactly 
the correct degree under all driv- 
ing conditions. 

3—Provide smooth, easy riding with 
either Balloon or Standard Tires. 

4—Working parts protected against 
dirt, water and oil. 

5—Heavy steel cable will not break, 
stretch or rust. 

6—No adjustments are ever necessary. 





7—No greasing or oiling required. 
8—Operate uniformly Summer and 
Winter. 
9—Built to measure for each make 
of car. 
10—Last as long as your car. 
11—Sold and guaranteed by a lead- 
ing and responsible manufac- 
turer. 
12—Each set in separate package 
which contains all necessary 
fittings for installation. 


DETROIT 
84-86 Hancock Ave.-W 


MINNEAPOLIS 
1609 Hennepin Ave. 






asier Sales 





STROMBERG | 
Electric 
WINDSHIELD 
WIPER 
Your customers can- 
not know the satis- 
faction and feeling of 
safety while driving 
in rain, fog, sleet or 
snow until they have 
one of these perfect 
vision wipers on their 
cars. Two speeds. Ad- 
justable pressure on 
glass. Unusually eco- 
nomical on battery 
current. Operates per- 
fectly under all driv- 
ing conditions. De- 
pendable always. 


KANSAS CITY, MO. 
1809 McGee St. 
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A Chromine dealer says— 


“6 HROMINE has satisfied all of our dealers, garages, and filling stations find 
customers using it, giving them Chromine a real money maker—a sure 
adequate protection during the severe way to increase winter profits. 
winter weather and being one of our 
profitable items. We are very well 
pleased with Chromine and expect to 
materially increase our sales of it next 
winter.”’ 


Place orders now with your jobber, 
for later delivery, and be ready to fur- 
nish Chromine to your customers before 
cold weather starts. Chromine can be 
stored without fire hazard. 


This is typical of how Chromine 1s A booklet telling all about Chromine 
regarded by the trade—they all find it and scores of letters of commendation 


profitable to sell. There is an assured from enthusiastic dealers and satisfied 
market for Chromine wherever freezing users will be sent on request. 


temperatures prevail. 


Chromine has won the confidence of Chromine will not evaporate 
both dealer and user. Chromine has 
opened the eyes of the trade—showed 
them how to make more profits than 
alcohol would give them. Accessory 


: 
} 


Sold “from drum 


to radiator” 





RADIATOR 





FREEZE-PROOF SOLUTION | 
PYRENE MANUFACTURING CO., Newark, N. J. | 
Makers of Pyrene Fire Extinguishers and Orr:n’On Tire Chains | 
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Crude affair _ —but it v Ww 
_ merely an iron bar. Ie did ee 
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me 


the hist souble Hetetic drill was given to the world 
in 1897— and a little later he introduced the first 





. ; Ge ae ~ universal motor. This leadership has been maintained 
Export Sales Department through quality, reasonable prices and an honorable 
Westinghouse Electric International Company Pr : 
150 Broadway, New York City, N.Y. ‘merchandising policy. 









Write for Catalog ‘*H!”’ 


THE UNITED STATES ELECTRICAL TOOL COMPANY 
Cincinnati, Ohio, UU: S. A. 


) Portable Electric Drills 


rinders-—Polishers 






Oldest Builders of Electric Drills and Grinders in the World 
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c News of Importance 


Seema to Every Dealer 
a who Secks Success 


You now have ALL the essential Radio Units under 
the reliable name “VESTA.” 


This name, known in the automotive battery field for 
over 25 years as a quality leader, is now playing a 
highly important part in the Radio field by virtue of 
the quality built into these Radio Units. 











It is no longer necessary for dealers to handle Radio 
Units that have no substantial backing. 


“Vesta” Radio Units are backed by this old line mak- 
er—a name that commands respect EVERYWHERE 
—with a sales’ value that keeps the line moving with ' 
rapid turn-over profits. 


A nation-wide advertising campaign to the consumer, 
this coming season, will add tremendous power to the 
Vesta name, for the dealer’s benefit. 


Vesta Trickle Charger 


Here is a product with truly marvelous sales possibilities. Every 
Radio owner wants a trickle charger that is noiseless, efficient 
and SAFE. The Vesta Trickle Charger improves and simplifies 


LIST radio operation. Keeps the “‘A”’ battery fully charged — cannot 
overcharge when left on all the time. Has no bulbs or moving 

‘ parts to wear out — cannot get out of order. 
Write for the name of the Vesta “Central” nearest you or ask us 
to have him call and show you how to boost your profits with 


the Vesta Radio Units. 


Showing the Vesta 
Trickle Charger 


hooked up with 


Vesta ““A”’ Battery 
and light socket. = zs 


AUTO-RADIO PRODUCTS 


‘Vesta for Uitality | 








c= 












No. 201A 
VESTA. S| 

TUBE No. 199 

VESTA VESTA RADIO “A” BATTERY VESTA RADIO “B” BATTERY 


VESTA “A” P 
TUBE UNIT—BATTERY AND : 
TRICKLE CHARGER IN ONE | 
Cu ‘9 





VESTA BATTERY CORPORATION, 2100 Indiana Ave., CHICAGO 
Go ms 
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Make It Easy j 


to Buy Tire Chains An Entirely New 


oe ° ’ MERCHANDISING 
and They Will Buy: Method 





Every time it rains or snows, shoe mer- 


We have a plan of merchan- 
chants sell RUBBERS. But how many Shdintn teat, cele te the 
storms go by without your selling TIRE — well as the — 

t t t 
CHAINS? enabdies us Oo serve 0 


these important links in the 
chain of merchandising in a 


Plenty—because where it’s easy for the manner that enables both of 

: = ° ° . you not only to serve your 

shoeman to display rubbers In his win- customers better, but  ob- 

dow when it rains, it has always been tain a quicker turnover on 
bd ° . e h ° . 

practically impossible for you to display ee 


tire chains without tremendous difficulty 
and unsatisfactory results, until we in- 
troduced the attractive colored label 
carton of 
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WESCO Dealers 
Make Bigger Profits 
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An Entirely New 
PACKING 


Method 





—because it is easier for their customers 


Our method of packing Wesco 
to buy WESCO TIRE CHAINS. And seolbienhaeeeeiaalih, “aaa eel 
they’re easier to carry in stock, because heavy tire ~~ in heavy, 
‘ full telescope, re cartons 
| aside from the fact that they pack neatly cuits. Selina: alain: dian 
on the shelf, 24 pairs with a range of 15 jobber an opportunity of keep- 
‘ . ‘ 11 ing this merchandise neat and 
sizes is ample stock to meet practically dee ch chen: to aie 
all requirements. The inventory is awake dealer an opportunity 
of keeping his stock on the 
hh small! shelves where the customer 
: ) ° can be both attracted and re- 
Have you planned on extra sales of Tire ainiah ak in onan, dined 

Chains to summer tourists? Make a sity. 


window and counter display of WESCO 
—every tourist, as well as every other 
driver—needs them. 





Ask your nearest hardware jobber or write 
us direct. 


WESTERN CHAIN CO. 
Chicago, U. S. A. 
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STORMIZING ( » 


places accuracy under In Series 
positive control 


Stormizing Machines perform 
the most important repair to a 
motor — cylinder reconditioning. 
These machines are precision tools, 
dependable for positive accuracy. 
Every Stormized cylinder is re- 
aligned SQUARE with the horizon- 
tal alignment of the crankshaft and 
all cylinders of a block are iden- 
tically the same size. 

ile perpendicular align- 
ment, square with the 
crankshaft, is necessary for 
a first class reconditioning 
job, it is equally important, 
for fitting pistons, that each 
cylinder be identically the 
same size. With Stormizing, 
there is never any variation 
between the bottoms of cylin- 
ders 4, 6 or 8 and the top 
of cylinder No. 1. 

The patented six blade 
eutter together with preci- 
_ sion methods of manufac- 
% ture, make possible a de- 
“4 gree of accuracy that only 
J a Storm Machine can pro- 
duce. 

Besides, the Storm Ma- 
chine is self-centering and 
stops automatically when 
cutter reaches the end of 
the cylinder, thus permit- 


ting the mechanic to do 
other 





























Many of the most help- 
ful, constructive and 
profitable articles ap- 
pearing in Motor AGE 
are run in series, or 
serial form. 


This is because the sub- 
jects they cover are far - 
too broad to be handled 
fully in any one week’s 
issue. 


Often, months are spent 
in gathering the mate- 
rial these serials pre- 
sent, and weeks are de- 
voted to the actual writ- 
ing, to make its applica- 
tion to your problems 
clear. 


Model M Stormizing 
Machine 
Stormizing Machines come in 
4 models—a model to meet 
the needs of every’ shop. 


work while the ma- 


chine is in operation. 

If you want to know the 
full possibilities of Storm- 
izing as a Process, Business 
Builder and the Net Profits 
per job, mail the coupon. 


Portable, semi-portable, 
Heavy Duty and Ford and 
Fordson models. 

All Storm Equipment sold 
4 through leading job- 
ers. 


The STORM HONE 
Takes All Cylinders 
from 234" to 3” 


The Storm Hone has one Master Spring 
that delivers equal pressure to entire face 
of each stone. It also keeps the Hone op- 
erating at dead center. 

No delicate mechanism, fewer parts and 


Many thousands of dol- 
lars have been saved— 
and many more earned 
—by using the data 
these stories uncover. 


It is incidentally, the 








more rugged construction are the reasons why 
Storm Hones outlast any hones you can buy. 
The larger, thicker stones prevent frequent 
breakage and give a Finer Polish. 

The Storm Hone is wonderful for polishing 
cylinder walls—it produces the ‘‘Glass-Like”’ 
or **Gun-Barrel”’ finish. It will quickly true 
up slightly tapered or oval cylinders. 

It is built strong, to stand up under heavy 
use. The larger heavier stones are a big ad- 
vantage. There are no delicate parts. One 
master spring provides equal presgure, result- 
ing in positive self-centering action at all 
diameters. Order through your jobber or 
write for information. 
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Please send me com- 
plete information on 
subjects checked be- 


low. NAME ccc ccccccces cee cceeceeevneee 


Tell me about 
Stormizing as 
Business and Proc- 





MFG. CO., INC. 


406 (A) 6th AVE, SO., MINNEAPOLIS, 


regular reader of 
Motor AGE who makes 
the most of what it has 
to offer, in real enter- 
tainment and pleasure 
as well as financial gain. 


Read Motor AGE Every 
W eek. 











ess. ADDRESS 
Tell me about Storm 

Hone capacity and 

accuracy and why it 

outlasts all others. TOWN 








he 


STATE.... 





5 So. Wabash Ave. 





Chicago, III. 
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THE “BAT” SUCTION SUPER-CHARGER 


‘Functions When the Engine Breathes”’ 





Is Now Ready 


Nash Light 6, $27.56 
Nash Special 6, $30.00 
Nash Advanced 6, $32.00 
Buick Standard 6, $30.00 
Buick Master 6, $32.00 


Ford, $7.50 

Chevrolet, $9.50 
Overland 4, $11.50 
Dodge, $12.00 
Graham Truck $12.00 


This is the “BAT” Suction Super-Charger 
A marvel in design and fine workmanship 
Installation Time from 10 to 20 Minutes 





It is equally important to the smooth operation 
of the engine to balance the combustible charge 
in the cylinders as it is to balance the crank 
shaft, connecting rods, pistons, timing gears, 
clutch and all other moving parts of the engine. 


“BAT” does it. 


for the Following Cars 


Star 6, $10.00 Jordan line 8, J, $12.50 
Oldsmobile 6-30, $10.00 Jordan line 8, A, $12.50 
Chrysler 4, $10.00 Junior 8, $12.50 
Chrysler 6-60, $12.00 

Chrysler 6-70, $12.50 


Hudson 6, $32.00 
Hudson 6 Dual, $40.00 
Duesenberg 8, $35.00 
Stutz 8, A, $35.00 

Star 4, $10.00 


Other complete installations will follow. Also, we have Standard 
“‘BAT” Super-chargers which can be inserted between the car- 
buretor and the manifold either by dropping the carburetor cr 
shortening the manifold. The dimension for the over-all length 
is 314”, to fit all standard S. A. E. carburetors, 1”, 1144” and 
114”. For larger installations multiple installations are used. 
Write for special installations for fleet owners to suit conditions. 


Its Popularity with Dealers Already Makes It 
a Live One for Distributors 


The immediate acceptance and relentless demand for “BAT” 
Super-chargers has nearly run us off our feet. Dealers from 
practically every state in the Union have answered our first 


advertisements. They want to get started—and so do we.. 


Let’s Share the Profits on Its Sale 


We must have distributors to help us supply dealers without delay. 
We must deliver the goods fast so we can all share the profits on 
its sale. 


Dealers and Wholesalers WRITE FOR DETAILS. The “BAT” 
Super-Charger is one of those things that goes big from the start 
—and gets bigger. 


P. H. WEBBER COMPANY 


Racine Industrial Plant Building No. 12 


Racine 


Wisconsin 


WeDo 





Manufactured and sold under license of P. J. F. Batenburg, Racine, Wis. 
























““_my repair work has 
- increased 20 % 


since doing my own grinding” 
—M. Garty, Sloatsburg, N. Y. 





all 
Mr. Garty Uses a 


implicit 


Portable Cylinder Reborer and Grinder 


In a word, Mr. Garty’s experience boils down to this: He 
has been paid a handsome profit—made from his cylinder 
reboring and grinding jobs—to increase his general repair 


work 20%. 


Your customers can do the same for you—and a good 
many who never came into your shop before will go on 
your list as permanent patrons. 








Everywhere someone gets this business. In Sloatsburg— 
since he has his SIMPLICITY outfit—Mr. Garty gets it. 
In your territory—as soon as you get your SIMPLICITY 
outfit—you can get it. 


You pay for your SIMPLICITY from income—a small 


down payment, and your credit is good. 


Mail the coupon for full details 


Simplicity Mfg. Company 
110 Spring St., Port Washington, Wis. 
Experienced garage mechanics with sales abil- 


ity and small capital wanted in our sales 
organization, especially in Eastern Territories. 





f 
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Simplicity Mfg. Company, 

110 Spring Street, Port Washington, Wis. 

wong mail me your 1926 catalog describing the entire SIMPLICITY 
ine, 


Name 





Street 





City 





State 





14 ag, 


MA 7126 








for these cars 


Auburn 
Ajax 
Cadillac 
Chandler 
Cleveland 
Chrysler 
Dodge 
Diana 
Essex 

Flint 

Ford 
Gardner 
Gray 

Hertz 
Hudson 
Hupmobile 
Jewett 
Jordan 
Lincoln 
Maxwell 
Moon 
Oakland 
Oldsmobile 
Overland 
Packard 
Paige 
Pierce-Arrow 
Pontiac 
Rickenbacker 
Reo 

Star 
Studebaker 
Peerless, 67, 72, 80 


























WALDEN-Wo 


= 


Saves Time 
in removing 


Cylinder Heads 





July 1, 1926 





NEW tool—by Walden- 
Worcester — the Wal- 
den-Worcester Cylinder 
Head Lifter. It enables the 
user to lift cylinder head 
from block without damage 
to gaskets or surrounding 
parts. Tools are used in 
pairs and fit into spark-plug 
holes. 


Rachet action enables oper- 
ator to turn handles to avoid 
obstructions. One size— 
fits all spark-plug holes. 


Any one of the Walden- 
Worcester jobbers will 
gladly supply you. Have 
your jobbers’ salesman 
give you details today. 
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Modern Methods 
Better Tires 
Lower Prices 


THE NEW DELMONT CORD of the 
Brown Rubber Company is making good in a 
big way. Motorists who insist upon a really 
serviceable tire at a low price are finding in 
the Delmont a tire exactly fitted to their 
purses and needs. Delmonts are demonstrating 
that quantity production and modern tire 
building methods can produce an excellent 
tire at a popular price, and the demand is 
daily strengthening. 


DELMONT CORDS HAVE no burdensome 
adjustment clause; they have the material and 
workmanship that go to good tires, and they 
look the part—big, handsome, durable over- 
size. The long list of alert dealers who are 
cashing in on this business tells a mighty in- 
teresting story. Our unique merchandising 
plan makes a big cut in distribution costs. 
Make a trial order today, and see how they 
move! 


DELMONT BALLOONS ARE NOW READY 
AVAILABLE IN A COMPLETE RANGE OF SIZES 


For Used Car Equipment 


For the dealer, DELMONT CORDS offer highly profit- 
able opportunities in reconditioning used cars. Equipping 
the used car with DELMONTS means only a moderate 
outlay of money, but it adds greatly to the sales value 
of the car. You can’t afford to let worn tires slow used 
car sales, when DELMONT CORDS will turn the 
trick, PROFITABLY! 






New Improved Construction 


EXTRA PLIES—Two extra plies of high-grade selected 
material in all four-inch sizes. Make your own com- 
parison, 


TREAD—Tough, strong, sturdy, non-skid block of mas- 
Sive design and exceptional thickness; tough stock gives 
extra miles of hard service. 


BREAKER—Leno breaker and pure gum cushion rivet 
tread and carcass together, making separation nearly im- 
possible. 


BIG OVERSIZE—This is a giant oversize tire, a size 
that makes it a ready seller, that provides more air 
space and insures longer life, and a size that greatly 
enhances appearance, 





men still open. Write or wire full particulars. 
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J Note—Some excellent territory for alert sales- 
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BROWN RUBBER COMPANY LAFAYETIE INDIANA 
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The live spring in 
the handle makes 
“Yankee” No. 130 the 
Quick-Return Spiral 
Screw-driver. 


It’s like play to work with 
“Yankee” Quick-Return Spiral 
Ratchet Screw-driver No. 130-A. 


Only one hand is necessary to 
drive (or draw) screws in the 
most difficult places with this 


“Yankee” World-Standard Spi- 
ral Driver. 


The spring in handle brings 
handle back after each push and 
keeps blade in screw-slot, leav- 
ing one hand free to hold work. 


Just push! The spring in han- 
dle and the “Yankee” spiral do 


the work for you—and save 
your time. 


“YANKEE” 


Quick Return Spiral Ratchet 
Screw-driver No. 130-A 


Right-hand Ratchet, Left - hand 
Ratchet and Rigid. Three sizes of bits. 


No. 130-A. Standard Size 
No. 131-A. Heavy pattern 
No. 135. Light pattern 


“Yankee” Spiral Ratchet Screw- 
drivers, without the Quick-Return 
feature, No. 30-A, No. 31-A, No. 35. 


Have You a Copy? 


Every mechanic finds 
this free “Yankee’’ Tool 
Book interesting and 
profitable. It shows all 
“Yankee” Tools and 
their operation. Write ® 
for your copy today. 





Some other ““Yankee” Tools 


Brake Lining Cutter Automatic Feed Bench 
Ratchet Breast and Hand Drills 

Drills Automatic Feed Chain Drills 
Ratchet Tap Wrenches Vises, Removable Base 


*“*Yankee”’ on the tool you buy means the 
utmost in quality, efficiency and durability 


Dealers everywhere sell “Yankee” Tools 


NortH Bros. Mrc. Co., Philadelphia, U. S. A. 


" YANKEE TOOLS 


Gnake Beller Mechanics 
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| The Complete line of OF i aaa pe 
cr 7 OIL-AERATOR AND FILTER 

Sea Al i A) t = e | F i | e = : The first device on the market that removes BOTH 
a sees water and gas dilution and sulphurous acid content, 
a RAWERS that operate ata touch, SAS and dust and abrasives from contaminated motor oil. 
* with velvet smoothness—greater 





Saad anpatitp gos wmt~unennnins VACUUM FUEL FEEDING SYSTEMS 
protection—and no wearing out. All fRes225 perenne . 
these are Allsteel File advantages. Be The famous “Oil-Vac,” the vacuum fuel feeding de- 
Welded construction throughout, Seas a 
beautifully and wil =~) in 

baked-on enamel, Allsteel Files— 

like the entire Allsteel Office Equip- CARBURETORS 

ment line—guarantee you per manent Oldest and largest manufacturers of carburetors in 
satisfaction, at a reasonable cost. Ea Mca Ue ican klar ter gage gece ee 
Write for the new GF Alisteel Furniture Catalog. 


THE GENERAL FIREPROOFING CO. GOVERNORS 


pith Youngstown, Ohio 
westastese Dealers Everywhere s Canadian Plant: Toronto, Ontario The ORIGINAL Fly-ball Governor for Fordsons 
eS sl using stub-tooth bevel gear drive. The highest priced 
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Pee areces cscs | or Baa governor for Fordsons (first cost)—the cheapest, 
Bt, SERRE PEERS RSET TER SRE | ERR SERVICE CONSIDERED. Guaranteed for the life 


SESE SASSER Pa ois SER |S || | of the tractor. 
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Kokomo, Indiana 
BRANCHES: New York, Chicago, Detroit 
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A Continued Story 
of the Industry 


Sean EADING MOTOR AGE 
' wes: R every week is very much like 
WG ee following the growth of the 
. yy i automotive industry in story 
\ s | 
; N a 


It is as interesting as a fiction 








CSE 
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| . : serial, and instructive to the 
a = | 


vl Be in « point of making better and 
I&, | SA | : more prosperous dealers. 


i. E Reading MOTOR AGE every 
RI 5 week when it comes, assures 
subscribers that they will stay 
y up to date and profit accord- 


| | ingly. 
vi 
f mnie — fy firm letterhead™ — — OTOR AGE 









































The General Fireproofing Co., Youngstown, Ohio 
Please send me without obligation a copy of your Allsteel Furniture Catalog. 


| 
I 
Name . | 
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| 5 So. Wabash Ave. Chicago, IL 


Firm 
Street No ‘ 
City , State. 
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Here’s Your 


Tig. tg & Market for 
ge —BASLINE 
1 AUTOWLINE 


If all the motor cars in the United States were seven-passen- 
| , ger cars, and each driver would crowd an extra passenger into 
sy y, his car; every man, woman, and child would be riding in motor 

q cars at the same time. There’s your market for BASLINE 
AUTOWLINE—some market, eh? 


Basline Autowline is a motoring necessity—it’s absolute insurance 
against delay—it’s a real emergency tool. Basline Autowline is—the 
original wire rope towline—the only nationally advertised towline— 
the only towline with patented Snap Hooks that cannot loosen. Above 
all, it is the towline of exceptional strength. 





Lag 
(\) 





Basline Autowline pays Jobbers and Dealers a good profit, too. Write 
for Price List and descriptive literature. 


BRODERICK & BASCOM ROPE CO., St. Louis 


Eastern Office and Warehouse 76 Warren St., New York City 





J. 341 
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SOLID COPPER 


STORE FRONTS 





, 
5% 
cx 


The latest Kawneer Book of Designs shows 
types of motor sales windows that are in- 
creasing profits for dealers everywhere. 
You should have a copy. Upon receipt 





of the coupon below, attached to your 
letterhead, we will mail a copy without 


Put Every Front. Foot On obligation to you, 
Your Sales Force 


The amount of rent you pay, for your show room is largely determined by 








its front footage. This space is the most valuable part of the show room 3 THE 
because it is the part which is constantly in view of the public. % 3 KAWNEER 
Make every foot of this valuable space work for you! A Kawneer Solid 2 COMPANY ' aaa 
Copper Store Front does just that. By enabling you ‘to display your cars in : 3824 Front Street Niles, Michigan : 
an attractive manner, your Kawneer Front is constantly at work pulling sales = GENTLEMEN:—Please send me _ your : 
for you. It works day and night building up your business and increasing = latest Book of Designs. 
your profits. Thousands are now paying their rent through the extra sales : 
brought in by their Kawneer Fronts. Name 

Address 
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on your shop jobs! 


Exchange guesswork for clock- 
work. The Simplex Time System 
gives you a simplified bookkeeping 
system covering time spent on shop 
jobs, “in and out” records for every car in your garage 
and employees’ daily time figures. Special cards are 
supplied to fit your own individual requirements. 


Simplex Systems are used by thousands of firms and by - 
U. S. Postoffices. Full information from The Simplex 
Time Recorder Company, Gardner, Mass. 


Branches in 10 principal clites 


1 TIME 
, SYSTEMS 


~ 
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Healthful Heat 


. No Gas -No Odors 


Never reaches b1rn- 
ing Temperature 


Warms car but leaves s Lasts for years. Never 
air clean and pure. . out of order. Only 2 
Remains warm long HOT W models to carry. 75 


after engine stops. ry oy minutes to install. 


MOTOR 


Write for full information to 
MOT-ACS, Inc. Dept.A. 42 Broadway, New York 


OO RPA 
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No More 


Bes Pumps 


for Fords 
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G. B. IMPELLER 


Surpusses anything 
so far manufactured. 





A 24 Blade High Pressure Fan for 


Fords That Stops Overheating 


No more boiling,—No more stops on the road for cool- 
ing. 


Sends tremendous volume of compressed air through the radiator. 
Cools car better than a waterpump, does away with the need of one 
and eliminates the provoking troubles to keep a water pump in order. 
Insures smooth running of the Ford car. 
Increases efficiency and life of the Ford. 
Saves gas. Reduces repair bills. 

Reduces evaporation and cuts down replen- 
ishing water in radiator about 60%. 
Consumes no additional power. No extra 
stress on the fan belt—nothing to get out 
of order. 

Installed in 5 minutes by anyone. 

Try it out on the road, on long runs taking 
hills and grades, and you will be amazed 
by its outstanding performance, 

Retail price $3.00. Regular discounts to 
Dealers and Jobbers. 


Agents Wanted 














DE BOTHEZAT IMPELLER CO., INC. 
1922 Park Ave., New York City 
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MORRISON 


Automatic Double Range 









Special model 
for Balloons 


Can’t Slip or Tilt 


Flexible steel ‘‘Sure Hold’’ cap prevents dan- 
gerous slipping. Long folding handle (36 to 
72 in.) operates from standing position. Gets 
under overhanging bodies. Easy to work. Few turns and it’s 
up. Built in 11 sizes for all service requirements up to 8 
Furnished as standard equipment on fine passenger cars, 
buses and Fire Apparatus for past 4 years. The 

Jack for YOUR shop. Write for sample for test. 
THE WOODS ENGINEERING CO., Alliance, Ohio 
General Sales Representatives for Canada, carrying branch 


. Warehouse : 
Colonial Traders, Litd., Chatham, Ontario, Canada. 

















The Cap that’s 


making records 


Car owners as well as car 
dealers have been quick 
to see the advantages of 
this lasting cap of bronze. 
Sales reflect its popular- 
ity and the demand is 
growing every day. Write 
for information. 


“a, >, ome ELLISON 


Junior Cap $4.50 U. 8S. STANDARD BRONZE 
Regular size $6.00 RADIATOR CAP 
ELLISON BRONZE CO., INC. 





Jamestown, N. Y. 
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Duplicate Hudson and Essex Lamps 


RETAIL PRICES 


Hudson $15.00 
Essex - $13.50 


Dealer Discounts 
50% 


Buy From Your 


Jobber Or 
Write Us Direct 





Exact Duplicate Lamps in Stock 
. for Dodge, Chevrolet, Ford, Flint, Nash, Buick and all 


standard equipment lamps for all makes of cars—prices 
in line with the above. Write for our complete catalog 
and discounts on our complete line of lamps and lamp 
parts, such as reflectors, rims, lenses. 


If your jobber 
can’t supply you, 
write us direct. 


_f) , 











, 
LITY MERCHANDISE TO THE TUNE OF LOWER PRICES’ 


DO-RAY LAMP COMPANY, Inc. 
1458 S. Michigan Ave. Chicago 























wou Can Bank Profits 
i=, Wasted Efforts: 


No longer do you need to take from 
one to three hours for a valve re- 
grinding job. A Crowe Cup Wheel 
Valve Refacer will turn out first- 
class work on any valve in about 
thirty seconds. And the quality— 
the efficiency of the job will be 
100% more than you could possibly 
get from hand operation. 








Ruggedly and simply built, a Crowe will give you life- long, 
faithful service. Costs just about half what you'd expect 
to pay for equipment of this kind and labor saving ability. 

sy payment plan places it within reach of every shop 
owner—makes its installation cost come from the increa 
profits a Crowe brings you. Let us send you a machine 
for trial—use it in your own shop. Your money will be 
refunded if you are not fully pleased at the end of 10 days. 
Write us today! 


LISLE MFG. CO., Box C, Clarinda, Iowa 








NEW LOW PRICES 


on the New Highway Models 
(BALLOON TYPE) 


WESTINGHOUSE 
AIR SPRINGS 











for passenger cars, 


$75, $100, $125 


This is the most important an- 
nouncement ever made by West- 
inghouse. 


You should know our new prices, 
our new designs and our new 
method of installation. 


These springs are sold direct to 
dealers from our factory, or from 
any of our seven factory 
branches, ready to install. 


Write for full descriptive book- 
let and net dealer proposition. It 
will mean profits for you. 


The Westinghouse Air Spring Co. 


Factory and General Offices, NEW HAVEN, CONN. 





WESTINGHOUSE AIR SUSPENSION 


THE FINEST KNOWN METHOD OF SHOCK 
ELIMINATION 
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3 LOCKING CAP 


THE LATEST, BEST 
AND LO WEST 
PRICED ON THE 
MARKET 
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Junior Model G. 


Yy Ford, Gray, Chevrolet, 
Essex, Oldsmobile, Star, 
Overland Maxwell, Willys 
Knight, Chrysler, Dodge, 
Studebaker, Cleveland 


Faith ™ ‘Ee = 


MOTOR 
SAFETY SIGNALS 
nee a ALL 









JUNIOR 
SIGNAL 


2539 N. Ashland Ave. 


“As Silent as a Shadow” 
Quincy Compressors 


Quincy, Illinois _ 














TIMKEN 


Tapered 
ROLLER BEARINGS 























NAX 


“Original Blue Sheet?” COMPRESSED 





Makes a Quality Job 


Thousands of repairmen have used TENAX Asbestos Packing papas for 
years for service in those parts of automobiles where there IS HEAT. con- 
venience and quality have made it standard shop equipment. And TANPAC 
Fiber Sheet Packing, too, for packing where there is NO HEAT. Tough as 
rawhide, highest tensile strength. 
Write for ilterature covering the entire 
ADVANCE Line 


Advance Packing & Supply Co. 


808 Washington Blvd. Chicago, Ill. 
Pacific Coast Distributors: 


Allied Industries, Inc., Los Angeles, San Francisco, Portland, Seattle 








ASBESTOS SHEET PACKING 








Tempered and nickel plated 


by our own exclusive proc- 

ess. Maximum _ strength, 

lasting beauty of finish. 
BUMPERS Write for catalog. 

760 S. Pierce St. Milwaukee, Wis. 
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New Rewind Profits—See an- 
mnouncement every 4th week. 
Write now for price list. The 
. M. Fredericks Co., Lock 
Haven, Pa. 




















NEW 


FOLLETT’S voom. TIME STAMP 
r accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A.M. or P.M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 1920 4 31 PM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
time charge. 





Learn the inter- 
—, details Gboskutsty automatic—except for winding. 
acriptive data. very machine guaranteed. 


Follett Time Recording Co., 217 High Street, Newark, N. J. 
“Established Since 1904” 


Selle Quick at 
$1.25 
Retail 






THE AKRON-SELLE CO. 
Akron, Ohio 








ELIMINATES SLOW LEAKS 
—from rusted clincher rims. An endless piece of specially com- 
pounded rubber. Snaps on rim like rubber band. Fits snug all 
around. Prevents. tube touching rusted rim. One size fits all 
clincher rims. Write for discounts. 
LAENG aig 1. 3722 Lorain Ave., Cleveland, O. 
eaver St., New York City 
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Your Bearings 


Made to Order 


.Mail us your blueprints and requirements, and we 
will promptly send you estimates on Angular Contact 
Radial Bearings, Angular Contact Thrust Bearings, 
and Thrust Ball Bearings of all kinds. 

Our Engineering Department is at your disposal 
for consultation. 








THE BEARINGS COMP ANY 
OF AMERICA 
Lancaster, Pa. 














Western Sales Office 
1012 Ford Bidg. 
Detroit, Mich. 
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Transmissions Trucks, Busses 
and Clutches 4 * AR Reet Passenger Cars 
QUICK SERVICE ON COMPLETE UNITS OR PARTS 


BRown-LiePE GEAR CoO. 


SYRACUSE, N. U. 




















Makers of 


e worlds ° 


best known | 


fan belts. 





| $idmet 











L. H. GILMER COMPANY, Tacony, Philadelphia, Ha. | 
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|Our SAMPLE CASE | 





























In my Sample Case I carry only representa- 
tive products and call upon a big majority 
of the really worth-while retailers who are 
logical outlets for your merchandise. 


I cover the whole territory once a week. 
Not only do I get favorable attention from 
the owner of each establishment, but the 
salesmen and the service men—even to the 
lads at the gasoline pumps—get my story. 





\ If you are a manufacturer with desire for 
nes good representation to dealers just ask 

MOTOR AGE to write you about the small cost of the service 

[ am prepared to render you. 

Sam P. Case 


Care of MOTOR AGE, 5 S. Wabash Ave., Chicago 





YOUR BEST BET: 


“ALWAYS RELIABLE” 
TORCHES & FURNACES 


They have been on the market for just 50 
YEARS. During that time they have built 
up a WONDERFUL REPUTATION on 
quality and merits. You should use them 
and receive better results. 


Jobbers supply at factory prices. 


Ben. OTTO BERNZ CO. INC., 
Covered be 7 


patents. No. 83 NEWARK, N. J. 


by: = Pt. For gas- Offices In New York City, Chicago, Fort Worth, 
ne FULLY Denver, Helena, Mont., San Francisco, Los Angeles, 
“GUARANTEED. Seattie, and St. Thomas, Ont. 














A quality product 
which saves the re- 
pairman time and 
trouble. 


nevada eam enauay ta MATERIAL 
M’f’d by The Vellumold Co., Boston, Mass. 














Billmont Master Wrench Set 
Special Sale at $375 


Spins ’em off. Makes the hard ones easy to 
get at. 125,000 in satisfactory use. Pre- 
viously sold at $10.50. It’s a ‘‘knockout set’’ 
and the best buy of the season. As illus- 
trated $3.75. Terms: Bank Draft, certified 
check, express Or post office money order with 
order. If C. O. D. $3.95 to cover handling 
cost. Satisfaction guaranteed. Order now. 





CHICAGO 
TOOL & KIT 
MFG. CO. 


156 Whiting Street 
CHICAGO 

















Waste 


Use—and sell—Royal Self- 

Closing Auto Wash Valves. 

Automatically cut off water. 

Spray nozzle. Packed in Dis- 

play Carton — for sales to 
car-owners. 


Aa Royal Self-Closing Radiator 

) Fill Faucet. Rough Nickel 
Plate. The ae ae Mfg. 
Co., Cleveland, 


daeunly 


Trade ~~ = 





G 4468 Self-Closing Auto 
Wash Valve P 


sh 
G 4466 Self- “Closing 
Radiator Fill Faucet 


.- —nepaee 50% Water 


‘557 W. Jackson Blvd. CHICAGO 


ANCHOR srarine SHOCK ABSORBER 


A New and Qe 
Better Idea 


Fits 95% of all cars 
List Price $10.00 


Big discounts to dealers 


A BIG SELLER. Write for 
circular and special dealer 
offer 


ANCHOR ELECTRIC CO. 






Pe — 











Dignified —A ppealing 
Regular and dignified contact is a 


paramount advantage in _ successful 
merchandising. 


The Sample Case Department, to be a 
regular feature of MOTOR AGE, will 
permit that kind of contact—and at 
relatively low cost. 

















Now’ s the time for— 


A real money-making dealer 
proposition. The Bradley line of 
trunk and rack equipment is the 
most complete line on the market. 
Models for almost every car. 
Easily installed without drilling 
the frame. Be ready for touring 
season. Write now for complete 
information. 


Bradley Motor Products Co. 


onianamerl = 














TRUNKS 
AND 
RACKS 














MOTOR AGE 








Holds Ford engine in a tight grip that steadies 
chassis; lessens danger of broken crankcase arms, sets 
permanently those already broken. 


Write today for dealer proposition 


The Brewer-Titchener Corporation 
108 Port Watson St. Cortiand, N. Y. 


_£rn eine Suypyvort $ 








SCHE 


Finest LARBURETORS 
Finest s 


R-SCHEBLER CARBURETOR CO., INDIANAPOLIS. U.S.A. 
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= BUNTING 
vninaciiis BUSHING BEARINGS 


San Francisco Put Bunting Quality into all 


Replacements 





The Bunting Brass & Bronze Co., Toledo, Ohio 





Pneumatic Tools 
Electric Drills 


Pneumatic Drills and Reamers; Wood Boring 
Machines; Close Corner Drills; Hoists; Grind- 
ers; Riveting Hammers; Chipping, Calking, 
Flue Beading and Scaling Hammers; Rivet 
Busters; Clay Diggers; Air Moisture Separa- 
tors; Pneumatic Tool Accessories, Hose and 
Couplings; Electric Drills, Reamers, Tappers, 
Grinders, and Screw Drivers. 


INDEPENDENT PNEUMATIC TOOL CO. 








600 W. Jackson Bivd. Chicago, U. S. A. 














FROM THICK 


IT HOLDS 


























SPEE-DEE CLEANS UPa | 


for Dealers 


Results in quick stock turn-over, with small invest- 
ment and liberal profits. Without water it removes 
grease, stains, etc., from hands, clothes, unholstery, 
paint or enamel. Indispensable in shops, service sta- 


tions and car kits. List 35c. 
Write fer discount details. 


States Chemical Company 
703_W. Fulton St. _ , wt. 





























“There’s a Victor Lamp 
for every 
Automotive Need” 


om the uy of Light 


poet Victor 





CINCINNATI.“ OHIO 











Srest-O Lite 


Automobile and Radio Batteries 


Write for our interesting dealer proposition. 
It means bigger profits for you. 


The Prest-O-Lite Co., Inc., Indianapolis, Ind. 
































wide 


‘Made to Blue Print’’ 
a 99 guarantees to ~" Replacement Trade the same 
Bp high standard of Quality and Accuracy de- 





BLUE. 7 “PRI NT BUSHINGS 


manded by the pit manufacturer. 


‘B ; ” 
The Fostoria Screw Co., Fostoria, Ohio 




























QUALITY—PROFIT—TURNOVER 





American Hammered Piston Ring Company 





Baltimore, Marylan | 




















rs A 


A gasoline gauge on the Dash. Note our half page 
advertisement in the Saturday Evening Post, July 17th. 
Write for description and proposition to the trade. 
KING-SEELEY CORPORATION 


298 Second Street Ann Arbor, Mich. 
Chicago Branch, 2450 Michigan Boulevard 
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MCKAY:110 BUMPERS 


McKays sell because they add to the beauty of 
the most beautiful car and protect that beauty 
for the life of the car. 


UNITED STATES CHAIN & FORGING 
COMPANY 
Union Trust Building, Pittsburgh, Pa. 
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Has two primary windings instead of one. Gives a hot- 
ter spark, makes easier starting. gives more power, on 
pickup and more mileage. Try it on a sluggish moto 
Write for full particulars. 


The Mallory Electric Corporation, Toledo, Ohio. 




































LIKUM ince. LOCK 
TYPE A Locks ignition and sounds wes 
noun tf tampeved with. 


) O10). BC oS 8 CE) s & a 6 8 OO) 3 Ca Ere 


SPRINGFIELD ~ MASSACHUSETTS 


£500 


























— 
Always Insist teen | 
Genuine 
Apex Innerings 
Most good 


Jobbers stock them 
If it isn’t an Apex—lIt isn’t an 
Innering 
THOMSON MFG. CO. 
pt. C Peoria, III. 
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Jobber's 





Gets Both the Oval and the Taper 
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| Guaranteed Unbreakable ! 
Gear Shi t Mounted ahead of the radiator and operated like a 
Made in all combinations from 11 basic colors. Packed spotlight from the instrument board, the WALDEN 
18 in attractive counter display box. Counter display Fore-Lite satisfies a need hitherto filled by make-shifts 
—_ phew Rw, Ay with x. i Le Universal fittings. Selling fast wherever introduced. 
Price = 25. = 7 — and catalog z — line See Se @ ee eS om om =) Bae, 
: OS ea cae THE WALDEN CO. 
RAINBO ACCESSORIES COMPANY seen @; Mien dee chnenee 
‘ 1420 S. Michigan Ave., _ Chicago, tl. ‘ . 
4 Made in many sizes to meet any Cooled, Stationary, Portable. Fact No. 1 ) Every Ford Owner a Buyer 
5 d all requirements. in garage, act No. 
ne | || tire repair shop and filling ste- bat er anaes — — a for the Hayes (No-Leaf) 
g. ‘ tion. Six types: tage, ee a NEVER UNBREAKABLE SPRINGS 
g, : Single Stage, Air Cooled, Water investment. Send for literature. NEEDS Gok all d lastin 
1a | bo LUBRICATING -- — " ee cae — S 
~ | i The United States Air Compressor Co. , , ge 
» || || 5304 Harvard Ave. Cleveland, Ohio Hayes Equipment Company, Chicago, Illinois 
—— fs —__ 
s Stops Pump Shaft Leaks 
- Immediately and Permanently La 
- Conneaut Plastic Metallic Packing molds in 
the fingers to fit stuffing-boxes of any size 
4 or shape, - a a —_ for jehbe ma fees 
= — ushing. your jobbers; no —C'ahl 
1 lb. can ‘ $1.75 per pound 
7 5 lb. can $1.60 per pound a e 
THE CONNEAUT PACKING CO. x 
| “re , Conneaut, Ohio The Pamare aa Ce 








More 
KISSEL Be 
ie j Less 
CUSTOM © BUILT ——— Fuel 

















Kissel Motor Car Co., Hartford, Wis. Zenith - Detroit Corporation, Detroit, Mich. 
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15° and 75° Valve 


Seat Reamers 


| SPRAY-LAC UNIT 
Helps Solve the Used Car Re-Sale Problem 

























































































CLASSIFIED ADVERTISING 





ri 
A spray paint job on used cars increases their value enough to —for narrowing valve seats. Universal Type—3 sizes of 15° and 4 
Sa sizes of 75° fit all valye seats, Nicked tooth feature eliminates chat- 
° tering. 
| 56 arper Ave. CHICAGO, ILL. our yooper Delis em Sioux City, Iowa 
‘at. ( }rig ORIGINAL | 
7 So-Lo Jack Co., — BOSCH units, 
. She MASTER | : me, Robe 
Jite y- name, 
‘ Inc. ) ' 2 Bosch, and 
<> parent ack Attleboro Mass. |} ;' mark ‘shows 
ra an 8 ce s for selling ORIGINAL BOSCH paby Thee 
Automouve Equipment will be se to any Dis 6 iden- 
. Sales Office Saleltiaele Dealer or Service Shien Otlr request tifications of 
108 Massachusetts Ave. aE 1M PS Bosch qual- 
ROBERT BOSCH MAGNETO CO., Ine. ity-famous 
Boston Mass. | 2109 West o4th Street New York, N.Y. since ance, 
1 








PARTS PATENTS & PATENT ATTORNEYS HELP WANTED 
AUTO PARTS C. L. PARKER 

ont Meme WANTED—Reliable Salesmen to handle Radd 
SAVES 50% TO 75% ON ALL CARS Ex-Examiner U. S, Patent Office Spark Plugs and Leich Magnetic Timers in exclu- 
- New and Used Gears—Springs and Axles—Cylinders— Attorney-at-Law and Solicitor of Patents Sive territory. Special introductory terms to deal- 
Moters—Rear Systems, etc. Wire or Write McGill Buildi Washi ers, with counter demonstrator and cabinet free. 
nen. sm ae om, cGi uilding, Washington, D. C. A fine opportunity to —e a business peiety 
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2 WANTED—Iegniti A Sal 
HOUSE OF A MILLION BUSINESS OPPORTUNITIES place new device with repair ‘shope. it's a winner, 
; i rtunity. it . e 
AUTO PARTS Bone miss opportunity. "Write now. Benny "Co 


paris, in ia” We = pe ie PR “Clearing $400 month with my Haywood Vulcan- 
mention model “aa oudek pn le order. Write izer. Some return on a $350 investment.” Tire 




















Us. All inquiries answered promptly. repairs paying big. We furnish everything. Train If you don’t find what you want here, 
E ) 2008-6-7-9 South Blate Bt oS.. ING. ' you free, Easy terms. Haywood Tire Equipment your advertisement here will find it for 
bs cme Company, 1318 South Oakley Avenue, Chicago. you. 














































HEL-DUST 


for Garages, Repair Shops, Fleet Owners 


This new Shaler Hel-Dust Vulcanizer, Type M, 
No. 10, is designed expressly for garages, repair shops 
and fleet owners. For more than a year it has been 
used in restricted territory, and the approval has been 
astounding. More than 50% of the shops bought it as 
soon as it was shown, and they are using Hel-Dust 
every day. 
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34%, INCH ROUND CuP 


STITCHER 


2%x4% INCH CUP 


8 INCH RUBBER ROUGHENER 


2%x7 INCH CUP 





Makes All Kinds of Tube Repaies 


The Shaler Hel-Dust Vulcanizer will repair anything 
from a pin-hole puncture to a 6! in. slit at one setting. 
It makes a long-cure repair (10 minutes)—a real job 
of vulcanizing—exactly the same as if it were done 
on an expensive steam vulcanizing equipment. An 
ordinary size repair costs about one cent—cheaper 
than even a temporary patch could be stuck on. 


The principle is the same as in the Shaler 5-Minute 
Vulcanizers and the device is manufactured under the 
Low and Miles Patents covering all solid fuel vulcan- 
izers. But in the Hel-Dust Vulcanizer the vulcanizing 
pans or cups are made of heavy metal and are perma- 
nent instead of being thrown away after each job. Also 
the heat is supplied by a fuel that is powdered. 


Price complete, as illustrated above 
$6.00. Subject to trade discount. Ask 
your jobber, and write for catalog of the 
complete line of Shaler Tire Repair 
Equipment. 


C. A. SHALER COMPANY, Waupun, Wis. 


World's Headquarters for Tire Repair Devices 
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The Advertisers’ Index is published as a convenience and net a 


a part of the advertising contract. Every care will be taken te 
index correctly. No allowance will be made for errors or failure 
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IT’S THE METAL! it 
NOT THE DESIGN ; 


As soon as the inner ring under a regular piston ring loses 
its tension it is worthless. Efficiency lies in the metal. 


The G-H Tension Ring, as its name implies, is a tension ring 
—not merely a shim. They are built by a pioneer in the manu- 
facture of this type of ring; made from the highest grade 














alloy steel obtainable and tempered in oil by our own special iM 
process. They will not lose their original resiliency and ten- : 
sion under the most severe working conditions. : 
G-H Tension Rings, fitted under regular rings, automatically i 


centralized the piston and stop piston slap. They hold the 
piston ring snugly against the cylinder wall and prevent oil 
pumping and loss of compression, restoring power, speed, 
silence and economical operation. 


It is not necessary to rebore slightly out of round cylinders 
—put in G-H Tension Rings. Good mechanics have been 
using them since 1922. Easy to install and Profitable. Three 
sizes fit 90% of the cars in operation. 


An attractive Counter Carton containing 300 G-H Tension 
Rings is put up for the convenience of the dealer and | 
garageman. 





Get genuine G-H Tension Rings from your Jobber or write 
direct. 3 


G-H Tension Ring Company, Inc. 


6 and 8 East Mount Royal Avenue Baltimore, Maryland | : 
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I CHEVROLET 


EFORE buying any low- 
priced automobile, thousands 
of prospective buyers today 
are considering Chevrolet 
more than ever before— 
another fundamental reason 
for the increased prosperity 
of Chevrolet dealers. 
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CHEVROLET MOTOR CO., DETROIT, MICHIGAN 


Division of General Motors Corporation 
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of Disteel Wheels 


orms the most rigid mounting ever 


developed for demountable wheels. 
Drive is through the hub flange, as 
it should be—stress is distributed—not 
concentrated. Center fracture is un- 
known. There is complete silence. Such 
coveted advancements, in all types of 
wheels, have helped to make this the 


largest wheel business that there 1s. 


Motor Wheel 


LANSING, MICHIGAN 





